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The Constitution of the United States of America contains no speci-
fie provision•for education; yet each citizen's right to a free, public 
education has been implied in the First, Tenth, and the Fourteenth Amend-
ments (Morphet, Johns, and Reller, 1974). 
Though we must make enormous concessions to individual differ-
ences in aptitude, we may properly expect that every form of 
education be such as to stretch the individual to the utmost of 
his potentialities (Gardner, 1961, p. 86). 
According to Rabalais (1983), that excellence is based on eight campo-
nents: instruction, diversity in curriculum, testing and counseling, 
faculty selection, faculty development, instructional systems, learning 
resources systems, and continuing performance appraisal. As with other 
educational entities, vocational education is concerned with this thing 
called excellence CT'lttl e, 1984). 
To provide some level of consistency in training in vocational pro-
grams across the state of Oklahoma, the State Department of Vocational 
and Technical Education (SDVTE) has developed materials for each of its 
instructional program areas. The development of instructional materials 
is seen as one way to promote excellence in vocational training through-
out the state (Tuttle, 1984). To date, instructional materials have been 
developed for all major program areas within the vocational education 
system provided througout the state. These materials take months, even 
years to produce, and cost taxpayers thousands of dollars annually 
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(Patton, 1982). Although much of the cost is returned through the sale 
of materials, the costs of initial development, printing, and warehousing 
are causing the SDVTE to set its price at a level where members of the 
Oklahoma Council of Local Administrators (OCLA) are beginning to voice 
concern that they can no longer afford to purchase materials each year 
(OCLA, 1983). In addition, no evidence has been provided which shows the 
use of the SDVTE instructional materials produces higher levels of learn-
ing in Business Management and Ownership students (Frazier, 1983). 
Statement of the Problem 
Because of the concern over the cost of instructional materials 
developed by the Oklahoma SDVTE Curriculum and Instructional Materials 
Center, directors in comprehensive high schools and area school admini-
strators are looking for alternative less expensive, yet effective, 
textbooks for their programs. In addition to the cost issues, many 
administrators tend to believe that it makes little difference which 
instructional materials a program uses: those developed by the state or 
through commercial publishing companies--that the teacher, not the 
materials, ~akes the difference. With recent demands being placed on 
education to improve training of students in the mpst efficient manner 
possible, questions of materials selection and cost are important. How-
ever, perhaps even more critical for all of vocational education, is the 
question of effectiveness of instructional design. Currently, there is a 
lack of information and specific analysis of data related to the effect 
of instructional design utilization on achievement in vocational programs 
in Oklahoma. Such data may provide information upon which administrators 
and teachers may be able to make improved decisions on selection of 
instruction materials for use in their programs. 
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Purpose of the Study 
The purpose of this study was to determine if there was a difference 
in competency achievement test scores for students who were enrolled in 
the Business Management and Ownership level of DE/Marketing programs 
where the Oklahoma instructional system was used, instead of independent 
instructional design systems. 
Hypothesis 
The statistical hypothesis for this study was the null hypothesis 
generated from research questions. The hypothesis was that there was no 
difference between competency achievement test scores for students 
completing their second year of retail supervisory management training in 
the DE/Marketing program under the Oklahoma instructional system and for 
students completing their second year of retail supervisory management 
training under independent instructional design systems. 
Research Questions 
Three research questions were developed within this study. The 
restarch questions identified were: 
1. Was there a difference between pretest and posttest scores 
among all students used in the study? 
2. Was there a difference in scores over time between students 
taught under the Oklahoma instructional design and for those 
taught under the independent design system? 
3. Was there a change in scores over time between administra-
tion of the pretest and posttest among students taught 
under either instructional design? 
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Limitations of the Study 
The nonequivalent control group design utilized in this study was a 
quasi-experimental design (Gay, 1976). Because students tested were not 
randomly assigned to groups, the study encountered limitations related to 
generalization of findings. Also, because at the time the posttest was 
administered, students had approximately nine weeks of instruction to 
• 
complete before graduation, some of the information covered in the test 
may not have yet been discussed in all programs. This was seen as a 
limitation since no specified sequence of instruction is mandated and the 
test, therefore, could not be amended to reflect instructional time 
remaining. 
Assumptions 
The following assumptions existed throughout this study: 
(1) All students enrolled in Business Management and Ownership 
classes had satisfactorily completed DE/Marketing as a 
prerequisite class; 
(2) Instruction in Business Management and Ownership classes 
was based upon an occupational analysis of retail super-
visory management tasks; 
(3) Teachers were not biased in instructing classes, regard-
less of the delivery system utilized in teaching Business 
Management and Ownership classes; 
(4) All teachers possessed the same basic competencies for. 
teaching Business Management and Ownership classes; 
(5) All teachers followed prescribed guidelines for admini-
stering the test instrument used in this study; and, 
(6) Materials developed by the Oklahoma Curriculum and 
Instructional Materials Center may have been used as a 
resource in programs which were not considered as having 
fully implemented the Oklahoma instructional delivery system. 
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Definition of Terms 
Because of vast differences in terminology used throughout the field 
of vocational education, it is necessary to explain certain terms used 
within this study. Understanding of the following terms and definitions 
should assist in providing continuity of readership throughout the body of 
this report. For purposes of this study, the terms and definitions are: 
Business Management and Ownership--The second (senior) year of compre-
" 
hensive DE/Marketing programs which emphasizes training in supervisory 
management and private ownership of retail-oriented businesses. 
Competency Achievement Test--An instrument used to predict an individ-
ual•s ability to perform specific occupational skills to standards estab-
lished by industry. 
Competency-Based Vocational Education--An instructional design directed 
at the mastery of skills in specific occupational areas used to train job-
ready employees who are prepared to immediately assume positions in the 
workforce upon completion of vocational training programs. 
Distributive Education and Marketing (DE/Marketing)--A vocational 
education program which emphasizes training in retailing, marketing, 
merchandising and management; also, the official name given to the first 
(junior) year of comprehensive distributive education and marketing pro-
grams in Oklahoma. (NOTE: Distributive education and marketing is also 
referred to as marketing and distributive education, and as marketing 
education.) 
Independent Instructional Design--Any of a group of unique instruc-
tional systems created by local classroom teachers to meet the particular 
needs of their students; usually comprised of elements from several related 
models including various reading materials and workbook activities, 
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individualized learning activity packages, lectures, and teacher-developed 
tests and assignment sheets. 
Interstate Distributive Education Curriculum Consortium (IDECC)--
An independent association of member states whose primary objective is to 
develop materials for DE/Marketing programs; documents include task lists, 
learning activity packages, test items, and teaching resource materials. 
Oklahoma Occupational Testing Advisory Council (OOTAC)--Group of indi-
viduals from•industry and education who possess expertise in vocational 
training and testing and who provide information for the operation of the 
SDVTE Testing Section. 
Oklahoma Instructional Design--A delivery system designed to improve 
instruction in vocational programs through the use of teacher and student 
curriculum guides, developed by the Oklahoma Curriculum and Instructional 
Materials Center in at least 80 percent of the primary duties covered in the 
vocational training program. Under this system, each student is provided a 
copy of appropriate student materials, and those materials serve as the 
primary reference volume throughout the training period. 
Primary Instructional Materials--Books, curriculum guides, learning 
activity packages, and other printed matter provided to every student in 
a program, and upon which daily instructional activities are centered. 
Textbook--Any volume used in classes as a basis for instruction, 
including books and curriculum guides. 
CHAPTER II 
REVIEW OF THE LITERATURE 
Introduction 
To supply this nation•s labor force with individuals to work in 
those businesses within its channels of distribution, the field of voca-
tional education began training in distributive occupations as early as 
1938, when federal dollars were first made available through the George-
Dean Act (Calhoun and Finch, 1976). DE/Marketing is a two-year program 
which trains for occupations from stock clerk to supervisory manager and 
store owner. The program of instruction is 11 designed around the disci-
pline of marketing and designed for students planning to pursue careers 
in the marketing sector 11 (Hutt and Hocken, 1981, p. 27). It should also: 
••• assist in the improvement of marketing techniques, and build 
understandings of the wide range of social and economic respon-
sibilities which accompany the right to engage in marketing 
businesses in a free enterprise system (Samson, 1980, p. 3). 
In his report during a distributive education and marketing issues 
conference in Vail, Colorado, Samson (1980, p. 3) went on to say that 
DE/Marketing must develop competent workers. 
Competency-Based Education 
The issue of competence is one which appears throughout the litera-
ture. Webster (1973) defined competent as being able to do something. 
To determine what DE/Marketing students should be able to do upon 
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completion of the training program, task analyses have become topics of 
several recent research projects (Burrow and Burns, 1981, p. 13). 
Indeed, most authors agreed that 11 the content of the curriculum must be 
up-to-date and relevant for the occupations that students will follow .. 
(Klaurens, 1981, p. 3). Because of the fact that DE/Marketing includes 
over 20 instructional areas (Hutt and Hocken, 1981), however, and is 
taught in schools and communities of various sizes, some feel that the 
use of a common curriculum is not practical (Ashmun, 1982). Gleason • 
(1983, p. 1) wrote that it is unfortunate, however, when: 
••• the curriculum focus in many programs has been diluted to 
the point that one might question their being labeled marketing 
and distributive education ••• The curriculum is, in many pro-
grams, badly in need of revision and redirection. 
8 
If that revision is to be effective, it must follow the directions taking 
place in industry today (Klaurens, 1981). Use of task analyses is the 
approach by which authors have tried to identify industry activities 
(Ertel, 1966). Not all programs utilize the task analysis approach, 
however, (Gleason, 1982). 
One method to resolve these conflicting opinions was provided by 
Eggland (1983), who encouraged the use of competency-based instructional 
designs which allow creativity, flexibility, and are responsive to 
individual differences. At the same time, competency-based models are 
effective in teaching specific objectives, necessary to train competent 
workers (Klaurens, 1981). The National Commission on Excellence in 
Education (1983) also encouraged the use of instructional materials that 




Task analysis research has been a part of the development of distri-
butive education and marketing sjnce its inception, and that research has 
had a direct impact on the curriculum used within the formal education 
program (Burrow and Burns, 1981). Application of the research was noted 
most readily through extensive use of task analyses in the development of 
instructional materials (Crawford, 1967). It was also found as a common 
element in the overall design of many curriculum processes, including the 
Interstate Distributive Education Curriculum Consortium (1980), the Okla-
homa Curriculum and Instructional Materials Center (Patton, 1982) and 
several other instructional designs. 
Although task analysis research has been widely used in developing 
instructional materials and curriculum models, follow-up studies on the 
effectiveness of those instructional materials was noted as a weakness in 
current distributive education and marketing research activities (Burrow 
and Burns, 1981). That weakness was more clearly described when Burrow 
and Burns (1981, p. 15) stated that: 
The research of instructional practice most often relied on 
opinion and attitude surveys to assess current pract~ce rather 
than experimental or quasi-experimental designs. It would 
seem reasonable that controlled experimentation could be most 
easily completed in this element of marketing and distributive 
education programming and would be a valuable tool for decision 
making. 
Whiting and Render (1982) comprised one research team which used an 
experimental design in instructional research. The purpose of their 
study was to determine if mastery learning strategies produced successful 
learning experiences. Mastery learning proved effective in 80 percent of 
the students tested. Whiting and Render (1982, p. 29) summarized the 
study by stating that: 
This study reinforced the concept that all can and will learn 
if the student knows what he is to learn, is taught in the 
learning style best suited to him, and is given the individu-
alized corrections needed to alleviate previous learning fail-
ures or errors. 
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Research studies involving the Oklahoma instructional system have 
also largely been focused on student achievement. The testing, however, 
has been focused on specific units of instruction, not on overall occupa-
tional competence (Frazier, 1983). Those studies have focused on student 
• achievement on unit tests which are published as a part of each unit of 
instruction developed by the Oklahoma Curriculum and Instructional Mate-
rials Center (Frazier, 1983). 
Testing to Assess Occupational Competence 
The National Commission (1983) encouraged comprehensive testing as a 
valuable means of determining the level of occupational competency 
achievement attained by students upon completion of training programs; 
and although it is common to have unplanned and disorganized testing pro-
grams in DE/Marketing programs, IDECC is the only source which currently 
produces tests which include all levels of marketing training in voca-
tional programs (IDECC, 1980). The IDECC system, however, includes a 
random access approach into an unweighted computer test bank. This 
causes the reliability of the tests produced to be questionable (OOTAC, 
1984). 
The Oklahoma Occupational Testing Advisory Council (1984) reported 
that every achievement examination should be field tested to determine 
reliability before it is used for certification purposes, and that test 
items should be randomly accessed through a system which includes weight-
ing the test by major duty areas within the occupation(s) being tested. 
Given these concerns over the IDECC operational design, OOTAC (1984) 
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encouraged systematic alternatives to the IDECC process in order to 
develop a more meaningful random access test bank approach for determin-
ing student competence. 
The literature offered several suggestions for developing and using 
more effective systems for occupational achievement testing, including 
Wilson (1977, p. 162) who defined an achievement test as a: 
••• criterion-referenced appraisal of a individual•s possession 
of knowledge and skill competencies in terms of well-defined 
performance requirements necessary to execute the role respon-
sibilities of a given position. 
More and more, trainers are being challenged to focus on the aspirations 
of individuals and match them to those job knowledge and skill competen-
cies. Dunn and Peters (1982) believe this to be the only way to achieve 
cost-effective and relevant training. This hypothesis is leading many 
businesses and vocational programs to use testing as a means of matching 
individuals to appropriate training activities (Zemke, 1982). To insure 
that training objectives are indeed appropriate, Morris and Fitz-Gibbons 
(1978) indicated that four criteria should be met in evaluating all 
objectives used within any testing program: (1) Objectives should be 
clearly stated; (2) They should be verified against the program•s imple-
mentation; (3) They should reflect the level of skill attainment which 
the program hopes to produce, and (4) All objectives which underlie the 
test should be high priority within the training program. 
Along with information on the use of competency testing to assess 
worker and/or student achievement, the literature is sprinkled with 
articles that caution proper test construction, and problems encountered 
in test score interpretation. Rosenburg and Smitely (1983) indicated 
that there are advantages and disadvantages in using any type of test 
item, and that the format chosen should reflect the learning objectives 
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to be covered. Rosenburg and Smitely (1983) also stated that multiple-
choice items, properly constructed, reduce the test taker•s chances of 
guessing the correct answer, are relatively easy to score, and that 
scoring bias may be easily eliminated. Kjos (1983) reinforced the use of 
multiple-choice items for competency achievement testing, and indicated· 
that unit tests in the Oklahoma instructional materials must be redesigned 
to be effectively utilized as comprehensive assessment instruments. 
If the test instrument is to be an effective measure of student 
• 
knowledge, it is essential that, not only are the items properly devel-
oped, but that they are also correctly interpreted (Coffman, 1980). 
Regardless of the nature of the test, Coffman (1980) warned that those 
interpreting test scores must take precautions to draw the correct 
information from the results if, indeed, the interpretation is to assist 
in making wise decisions for improving instruction. 
Certainly, when the futures of individuals are concerned, educators 
must be careful to interpret test results correctly (Coffman, 1980). 
This can be assured only when the researcher makes 11 a commitment to find 
or construct a measure of program achievement that is not only valid and 
technically acceptable, but that also measures the achievement of 
objectives fairly 11 (Morris and Fitz-Gibbons, 1978, p. 28). At any rate, 
when good points and bad points about achievement testing are weighed, 
many authors including Green (1982), Rickover (1983), and Rentz (1981) 
agree that testing is an effective means of assessing student achievement 
in occupational training programs. 
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Summary 
The dynamic field of DE/Marketing is challenged with the task of 
producing technically competent individuals who are ready to take advantage 
of employment opportunities, and who are responsive to the ever-changing 
marketplace (Harris, 1983). That challenge is made even more demanding at 
a time when funding for programs is being reduced, and schools are becoming 
increasingly more concerned with budgeting (Hagemeier, 1982). American 
taxpayers are additionally concerned about the lack of skill students 
possess upon completion of their educational training programs (Sheehan, 
1982) and are seeing to it that funds are directed toward programs that 
have proven their excellence, and away from those which are not producing 
(Klaurens, 1981). 
A focus on excellence, therefore, is a critical goal as DE/Marketing 
moves into a period when only quality programs will continue (Klaurens, 
1981). That focus must include instruction that reflects state-of-the-art 
technologies and practices (Gleason, 1983), and at the same time allow for 
program flexibility and creativity. It must also contain some means of 
assessing student achievement throughout the training program, as well as 
summative evaluation at the end of training to insure students are ready to 
leave the school environment and take their places in the work force upon 
graduation (~ational Commission, 1983): 
CHAPTER III 
METHODS AND PROCEDURES 
Introduction 
The purpose of this study was to determine if there was a difference 
in achievement test scores for students who were enrolled in the Business 
Management and Ownership level of DE/Marketing programs where the Oklahoma 
instructional delivery system was used instead of an independently 
designed instructional delivery system. 
Since Business Management and Ownership is the level of DE/Marketing 
programs specifically directed at the mastery of skills in supervisory 
management and store ownership, instructional emphasis within those 
classes is placed upon training job-ready employees who are prepared to 
assume a variety of supervisory management positions in the workforce 
immediately upon completion of the two-year DE/Marketing program (Warner, 
1984). For this reason, a competency-based approach was taken to eval-
uate student achievement within this study. A detailed discussion of 
methods and procedures follows. 
Competency-Based Approach--The Task Analysis 
To insure that a competency-based approach to evaluating student 
achievement was used within this study, an industry-based occupational 
task analysis was utilized as a basis for developing the research instru-
ment. A total of 48 businesses participated in the task analysis 
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(Appendix A), which was conducted to determine the major duties and 
specific tasks performed by supervisory managers in a variety of retail 
settings. Businesses represented several segments of the retail indus-
try, including: department stores, grocery stores, clothing and shoe 
stores, gift and record stores, auto parts and hardware stores, and 
convenience restaurants. Participating businesses were selected by 
convenience, and represented a large geographic and demographic area of 
the state of O~lahoma (Appendix A). 
To gain information for the final task analysis, upon which the 
research instrument was based, personal interviews were conducted with 
incumbent supervisory managers at their places of business during the 
period of July, 1983 through February, 1984. The participating managers 
were asked to identify specific tasks performed on the job, how fre-
quently each task was performed, and the level of importance each task 
played in maintaining employment. Criticality Index Worksheets (Appen-
dix B) were used to record information obtained during the interview 
sessions. 
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During the development of the Criticality Index Worksheets, steps 
were taken to insure that the tasks listed encompassed those activities 
directly related to supervisory management positions in retail settings. 
Previous research efforts focusing on related competencies were reviewed. 
References included such items as curriculum guides, industry training 
manuals, educational research studies, and other commercially prepared 
publications. 
Tasks were divided into general topical categories describing major 
duties performed by supervisory managers in retail stores. All tasks 
were listed on the worksheets, and frequency and importance ratings 
were assigned number values, scaled from one to five. 
Based on the information gathered during the personal interviews 
with incumbent managers, an index was determined for each task. That 
index, called the criticality index, provided a numeric reference as to 
the overall importance for training that each task theoretically had 
within the Business Management and Ownership level of DE/Marketing 
programs. To calculate the criticality index, importance ratings were 
• 
rated two-to-one over frequency of performance. 
The mean criticality index for all responses, therefore, provided 
information by which each task was distinguished as being critical, 
essential, important, desired, or not applicable. This data was pre-
sented in a task list summary, and used as a primary data base for this 
study. The following definitions were utilized in establishing the 
Supervisory Manager Task List Summary (Appendix B): 
Critical--Students must be able to perform tasks prior to seeking 
employment as supervisory managers; little additional training will 
likely take place on the job. Critical tasks were considered important 
fo~ training and were performed frequently on the job. 
Essential--Students must have practiced the task prior to seeking 
employment as supervisory managers; additional training will take place 
on the job. Essential tasks were considered to be necessary for train-
ing and were performed rather frequently on the job. 
Important--Students should receive some exposure to the task prior 
to seeking employment as supervisory managers, however, the task is not 
absolutely essential for job performance; additional training as deemed 
appropriate may take place after employment. 
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Desired--Students may receive some exposure to the task prior to 
seeking employment as supervisory managers, however, there is limited 
value for job performance. Desired tasks were considered as nice to 
know and were performed only seldom on the job. 
Not Applicable--Students need no exposure to the task prior to 
seeking employment as supervisory managers in retail settings because 
it does not apply, or is of very little value in employment in this 
field. Tasks reported as not applicable were not considered important 
for training and were rarely performed on the job. 
Instructional Design Analysis 
Information gathered through the task analysis was utilized as a 
basis to survey teachers on the use of instructional materials for each 
major unit of Business Management and Ownership classes. The Research 
Unit at the State Department of Vocational and Technical Education 
assisted in the development of the Instructional Materials Survey Form 
(Appendix C), which was designed for two specific purposes: (1) to 
identify instructional materials used in local DE/Marketing programs to 
teach competencies related to the Business Management and Ownership 
level of instruction, and therefore, primary references for test item 
development; and, (2) to provide information for assistance in separa-
ting programs by instructional design. 
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Complete instructions were mailed with the survey form (Appendix C) 
to all DE/Marketing programs in the state on April 26, 1984. Teachers 
were asked to respond with information consistent with their classroom 
activities. A total of 38 surveys were returned for analysis. Primary 
references indicated through an analysis of the survey included materials 
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by the Oklahoma Instructional Materials Center, Southwestern Publishing 
Company, Gregg-McGraw Hill, Incorporated, the Interstate Distributive 
Education Curriculum Consortium, and a variety of teacher-made activities. 
A panel of experts was used to review the returned instructional 
materials survey forms, and to determine instructional design categories 
utilized by each DE/Marketing program which participated in this study. 
The primary point by which the panel determined instructional design 
rested upon whether porgrams used the Oklahoma instructional design, 
or other models for teaching Business Management and Ownership classes. 
The panel of experts, therefore, had to be knowledgeable in the Oklahoma 
instructional design, as well as in a variety of other methods used by 
DE/Marketing teachers across the state. For these reasons, the panel 
of experts consisted of two DE/Marketing occupational supervisors and 
a curriculum specialist employed by the Oklahoma State Department of 
Vocational and Technical Education. Based upon their personal observa-
tions in local classrooms, and the information provided through the 
instructional materials survey forms, each member of the panel of experts 
(Appendix D) separated programs into instructional design groups. 
Panel members agreed that one group of programs apparently used the 
Oklahoma instructional design; however, other programs utilized a variety 
of techniques to teach Business Management and Ownership. Instructional 
methods utilized in those programs had little or no consistency, and 
were apparently designed by each teacher, independently. Programs 
identified as not utilizing the Oklahoma instructional system were, 
therefore, categorized as one, the independent design group. The 
Oklahoma instructional design group utilized the Oklahoma Curriculum and 
Instructional Materials Center materials for at least eight of the ten 
major areas of instruction determined through the task analysis and 
students were each provided copies of the instructional materials for 
their personal use. Some of the independent design group programs used 
the Oklahoma materials to supplement instruction, but not as the primary 
reference for at least 80 percent of their planned instructional time in 
Business Management and Ownership classes. Characteristics of the 
teaching techniques used within the independent design group included: 
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.• {1) a variety hf reading materials, including textbooks and periodicals; 
{2) informative handouts and assignment sheets developed by the teacher 
and/or commerical publishing companies, other than the Oklahoma State 
Department of Vocational and Technical Education; {3) teacher-developed 
tests; and/or, {4) students were not provided with copies of the Oklahoma 
instructional materials for personal use. 
The two instructional systems identified through the panel of ex-
perts, therefore were: {1) the Oklahoma instructional design, and {2) 
the independent instructional design. A final tally of responses pro-
vided by the panel of experts was used to fix instructional groups for 
purposes of data analysis within this study. 
Subjects 
Subjects used in this study were identified as students enrolled in 
the Business Management and Ownership level of DE/Marketing programs in 
Oklahoma during the 1984 - 1985 school year. The Student Accounting 
Unit of the State Department of Vocational and Technical Education 
reported the total population of students within that category to be 672 
{Agner, 1985). 
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To gain an appropriate sample for the study, a memorandum and accom-
panying Request for Tests form (Appendix E) were mailed to every DE/ 
Marketing program in the state through the Oklahoma State Department of 
Vocational and Technical Education on August 24, 1984. Teachers were 
asked to indicate whether they would like to participate in a pretest/ 
posttest activitiy for their Business Management and Ownership students. 
Since the test covered those units of instruction specifically 
• 
designed to train at the supervisory manager occupational level, it was 
recommended that the pretest be administered during September, the first 
month of instruction and the posttest at the end of the third quarter, 
during the month of March. This was particularly appropriate since the 
supervisory manager content of Business Management and Ownership is 
generally concluded by the end of the third quarter of instruction. The 
fourth quarter of instruction is generally devoted to business owner 
(entrepreneurship) occupational information (Warner, 1984). 
A total of 26 schools responded with requests for pretest and 
posttest services during the 1984 - 1985 school year. Of those 26 
DE/Marketing programs involved in the pretest, nine administered the 
posttest during the month of March; other schools requested later post-
test dates which corresponded more appropriately with their instructional 
calendars. A total sample population of 96 subjects (Oklahoma design 
group = 62; Independent design group = 34) who completed both pretest 
and posttest exercises within the research period was, therefore, pro-
vided for the study. That number represented nine programs (Appendix F) 
and approximately 14.3 percent of the total population of students 
enrolled in Business Management and Ownership classes in Oklahoma 
during the 1894 - 1985 school year. 
Research Instrument 
A researcher-developed instrument was used to gather data in this 
study. The instrument was based upon the task analysis of skills neces-
sary for s,upervisory managers in a variety of retail settings. For 
purposes of this research, only tasks identified as critical or essen-
tial were used in determining tasks for item development. In total, 62 
tasks were identified for inclusion in the test battery, from which a 
• 
100 item, four-choice, multiple-choice competency achievement test was 
developed (Appendix G). 
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Five test items were developed for each critical task and three were 
developed for each essential task. This provided a total of 256 items 
in the test battery. As each item was developed, it was given a two-
part code identifier. The first part identified the section of the test 
in which the item would appear; the second part linked the item to a 
specific task on the task analysis. A computer was then used to ran-
domly develop the 100 item test instrument, in which each section of 
the test was appropriately weighted to reflect the task analysis infor-
mation. A breakdown of the number of four-choice, multiple-choice items 
provided in each section of the instrument used in the study is presented 
in Table I. 
The same items were used on both pretest and posttest, although the 
order in which the items appeared changed between tests. In the pre-
test, items were scrambled throughout the instrument; however, in the 
posttest, items were grouped by duty areas identified through the task 
analysis. This grouping of items in the posttest should have allowed 
increased continutiy of readership on the part of students taking the 
test, and provided ease in reporting results of the test by section. A 
TABLE I 
SECTIONS OF THE TEST INSTRUMENT* 
Section of 
the Test 
1. Store Layout and 
Promotion 
2. Merchandise Control 
3. Inventory Control 
4. Se 11 i ng 
5. Cash Control 
6. Communications 
7. Personal Appearance 
and Motivation 
8. Human Relations 
9. Employee Development 
10. Store Security 
Table Abbreviations 


























*Each section of the test was appropriately weighted, based 
22 
upon information provided in the industry-based occupational analy-
sis for supervisory managers in a variety of retail settings. 
Table Abbreviations Used in Study were provided for ease in refer-
encing specific sections of the test throughout the remainder of 
this report. 
breakdown analysis, which indicates location of specific items on each 
test instrument is provided in Table II. 
Tests were mailed through the Evaluation and Testing Unit of the 
State Department of Vocational and Technical Education, along with 
instructions to the teacher, and mark-sense answer sheets for use by 
student participants (Appendix G). To allow immediate feedback to stu-
dents during the pretest phase, the answer key for the test was also 
mailed with the tests. 
Local classroom teachers monitored both pretest and posttest activ-
ities. All pretests were administered during September, which was the 
first month of scheduled classes of the fall semester, 1984. Posttests 
were administered during the month of March, 1985, which was the end of 
the third quarter of instruction for the school year. Follow-up proce-
dures utilized to encourage prompt return of answer sheets included 
telephone calls to local classroom teachers, and letters to those who 
failed to return test materials within two weeks after their scheduled 
test dates (Appendix H). 
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Upon receipt of student answer sheets, the responses provided were 
scored by machine at the Bureau of Tests and Measurements at Uklahoma 
State University. The number of correct responses provided by each 
student, in total and by section of the test was reported back to the 
appropriate teacher (Appendix H), and used as a basis for analysis in the 
study. 
Content and logical construct validity of the research instrument 
were determined through a review panel of experts (Appendix I). The 
internal consistency of the instrument was determined through the use of 



















THE RESEARCH INSTRUMENT BREAKDOWN 
BY SECTION OF TEST 
Pretest 
Items 
9' 15' 16' 17' 18' 43' 
48, 55, 58, 59, 87 
26' 17, 37' 44' 49, 
56' 57, 73, 74, 80 
11, 12' 24' 36' 45, 
70' 75, 84' 91, 93 
1, 29, 30, 31, 38, 46, 
47, 63, 85, 89, 94 
13, 14' 19' 28, 79' 92 
23, 53, 54, 95, 96' 
97, 98, 99, 100 
2, 3, 5, 6, 51, 52' 
61, 65, 67, 78, 90 
4' 7' 10' 60' 64' 
68, 69, 83 
8' 20' 25' 32' 33' 
34, 35, 39, 40, 41, 
42, 43, 62, 66, 71, 
76' 77' 86' 88 
21, 22' 72, 81, 82 
Posttest 
Items 
1, 2, 3, 4, 5, 6, 
7' 8' 9' 10' 11 
12' 13' 14' 15' 16' 
17, 18' 19, 20' 21 
22' 23, 24, 25, 26' 
27, 28, 29, 30' 31 
32' 33, 34' 35, 36' 
38, 39' 40, 41, 42 
43, 44' 45, 46' 47, 
49, 50' 51, 52, 53, 
54' 55, 56' 57 
58, 59, 60, 61, 62·, 
64' 65, 66, 67, 68 
69, 70' 71, 72' 73, 
74' 75' 76 
77, 78' 79, 80, 81, 
82' 83, 84' 85, 86' 
87, 88, 89, 90' 91, 
92' 93, 94' 95 





and odd numbered responses on all test returned, both pretests and post-
tests, with a resulting coefficient of 0.86. That coefficient was 
adjusted using the Spearman-Brow~ prophecy formula, resulting in a cor-
rected reliability factor of 0.92. 
25 
Because competency-based vocational education programs are more in-
terested in whether students have learned necessary skills and knowledges 
to become employable upon completion of the training program, traditional 
• 
questions of item difficulty and item discrimination were not as critical 
as that of content validity and reliability of the test instrument 
(OOTAC, 1984). An item analysis was conducted, however, on the responses 
provided by students in the posttest exercise to provide an additional 
indicator of the nature of the test. Principle areas examined in the 
item analysis included: (1) mean item difficulty; (2) mean item discrim-
ination; and, (3) distribution of responses by item. 
The item analysis revealed that the mean item difficulty was lower 
(49.08) than that recommended by the Bureau of Tests and Measurements 
(1985) (64.00). This indicated that more of the test items, overall, 
were considered hard to answer. No indication was provided through item 
analysis to suggest that items were bad item~. but rather that they were 
difficult for students to answer. Content validation activities con-
ducted prior to test administration indicated that the items were appro-
priate for the supervisory manager level of training in Business 
Management and Ownership classes. 
The Bureau of Tests and Measurements at Oklahoma State University 
(1985) recommended an item discrimination of 0.29 for the posttest. The 
mean discriminating power of items on the research instrument was 0.24. 
To determine the mean discrimination of test items, students were divided 
into two groups, higher scores and lower scores. The actual index 
resulted when 62 percent and 38 percent of the students in the upper and 
lower groups of students, respectively, responded correctly to a given 
item. 
Although a part of analysis in both item difficulty and item dis-
crimination, a closer examination of the distribution of responses by 
item was conducted to determine if students responded as though there 
were more than~ne apparent correct choice provided in any given item. 
Analysis indicated that distractors were apparently effective in leading 
students who did not know the correct response away from selecting key 
answers. This was shown through a rather consistent spread of responses 
over the four choices provided in more difficult items. 
Research Design 
The research design utilized in the study was the nonequivalent 
control group design. According to Gay (1976}, this design is very 
similar to the pretest/posttest control group design. The primary 
difference is that the nonequivalent design does not involve random 
assignment of subjects to groups. Although the lack of randomization 
complicated problems associated with internal validity, those problems 
were diminished by using similar groups throughout the study. Also, by 
using preestablished classes, possible effects of reactive arrangements 
were minimized. 
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The Statistical Package for the Social Sciences (SPSS} was used to · 
analyze the data. One-way, pairwise t-tests were run to analyze pretest 
and posttest data to determine if there were statistically significant 
differences in scores over time. In addition, ~wa~ t-tests were run 
to determine if there were differences in scores for students taught 
within the Oklahoma instructional design group and those taught within 
the independent design group. Whereas the one-way t-tests allowed 
assessment of change in scores over time, the two-way t-tests allowed 
comparison to determine if use of one instructional design actually 
produced higher scores than the other. 
One-way comparisons were run to determine if a statistically sig-
• nificant difference existed between total pretest and posttest scores. 
In addition, total scores obtained by students taught under the Oklahoma 
instructional design, and total scores reported for students in the 
independent instructional design group were also analyzed for change 
over time. In the same manner, pretest and posttest scores for each 
section of the test, in total and by instructional design, were analyzed 
through use of pairwise t-tests. 
A series of two-way t-tests were run to determine if there were 
significant differences between scores by instructional design. The 
first analysis examined the differences in total scores obtained by 
students under both designs. Following the total score analysis, two-
way t-tests were used to exam·ine differences in scores for each section 
of the test by type of instructional design. 
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CHAPTER IV 
RESULTS AND DISCUSSION 
Introduction 
The purpose of this study was to determine if there was a difference 
between competency achievement test scores for students who were enrolled 
in the Business Management and Ownership level of DE/Marketing programs 
where the Oklahoma instructional system was used, instead of independent 
instructional design delivery systems. The null hypothesis, that there 
was no significant difference between competency achievement test scores 
for students completing their second year of retail supervisory management 
training in the DE/Marketing program under the Oklahoma instructional 
system and for students completing their second year of retail supervisory 
management training within the independent instructional design group, was 
used as the statist~cal hypothesis for this study. The anaiyses of data 
and findings are discussed in this chapter. 
Competency Test Scores - Analyses 
Among All Students 
Analyses of Pretest and Posttest Scores 
The first research question asked: Was there a significant 
difference between total pretest and posttest scores among all students 
used in the study. A one-way t-test was run between pretest and posttest 
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total scores, among all students (Table Ill). The analysis indicated that 
a statistically significant difference did exist between pretest (46.70) 
and posttest scores (49.43,) among all students tested; and that posttest 
scores, overall, were significantly higher than their corresponding pre-
test scores. 
TABLE III 
ONE-WAY t-TEST ANALYSIS OF PRETEST AND POSTTEST 








t-value = 2.01 
p = .024* 
*Significant at .05 
To determine where the difference was located, a one-way t-test was 
used to analyze pretest and posttest data by section of the test. 
In eight of the ten sections of the test a significant change in scores 
took place between the pretest and posttest (Table IV). Posttest scores 
were higher for sections of the test related to Layout and Promotion (from 
4.90 to 6.78), Merchandise Control (from 4.05 to 5.03}, Inventory Control 
(from 3.73 to 4.11), Selling (from 5.76 to 6.86), Communications (from 
3.41 to 3.75), and Personal Appearance and Motivation (from 5.82 to 6.59). 
In section eight and section nine, however, pretest scores were signifi-
cantly higher than posttest scores. Learning apparently decreased over 
time among all students tested in the areas of Human Relations and 
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Employee Development where scores decreased from 4.04 and 3.60, and from 
9.81 and 7.85, respectively. 
TABLE IV 
ONE-WAY t-TEST ANALYSIS OF PRETEST AND POSTTEST 
SCORES BY SECTION OF THE TEST 
AMONG ALL STUDENTS 
N=96 
Variable Number Time (x"> t-value p 
Possible Pretest Posttest 
1. Layout/Pro 11 4.90 6.78 7.76 .000* 
2. Mdse Cont 10 4.05 5.03 4.06 .000* 
3. Inv Cont 10 3.73 4.11 1. 92 .029* 
4. Selling 11 5.76 6.86 4.33 .000* 
5. Cash Cont 6 2.78 2.56 1.39 .083 
6. Communica 9 3.41 3.75 1.81 .037* 
7. P.Apr/Motiv 11 5.82 6.59 2.53 .006* 
8. Human Rel 8 4.04 3.60 1.84 .035* 
9. Emp Dev 19 9.81 7.85 4.48 .000* 
10. Store Sec 5 2.36 2.26 0.60 .275 
*Significant at .05 
Analyses of Change in Scores Between 
Instructional Design 
Data analyses for the second research questi~n--Was there a 
difference in mean scores over time, between students taught under the 
Oklahoma instructional design and for those taught under independent 
designs.--appears in Table V and Table VI. A statistically significant 
difference in scores between instructional design was found within the 
pretest scores (Oklahoma= 49.77; Independent= 41.09); however, no 
difference was found within the posttest scores between instructional 
designs (Table V). 
TABLE V 
TWO-WAY t-TEST ANALYSIS OF PRETEST AND POSTTEST 




*Significant at .05 













Although there was no significant difference in posttest scores by 
instructional design (Table V), it was previously determined (Table III 
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and Table IV) that there was a statistically significant difference in 
scores over time among all students tested. 
To help explain the situation, a two-way t-t~st was performed to 
analyze the change in pretest and posttest scores by section of the test, 
between instructional design. Results of that analysis are shown in Table 
VI. 
TABLE VI 
TWO-WAY t-TEST ANALYSIS OF THE CHANGE IN PRETEST 
AND POSTTEST SECTION SCORES BETWEEN 
INSTRUCTIONAL DESIGN GROUPS 
N=96 
Variable Number Difference (x) t-value p 
Possible Oklahoma Independent 
n-62 n=34 
1. Layout/Pro 11 1.29 2.97 3.50 .001* 
2. Mdse Cont 10 4.05 2.53 4.98 .000* 
3. Inv Cont 10 -0.02 1.12 2.79 .006* 
4. Selling 11 0.39 2.41 3.70 .001* 
5. Cash Cont 6 -0.18 -0.29 0.35 .724 
6. Communica 9 0.32 0.38 0.15 .881 
7. P.Apr/Motiv 11 0.63 1.03 0.53 .532 
8. Human Rel 8 -0.84 0.29 2.33 .022* 
9. Emp Dev 19 -2.21 -1.50 0. 77 .441 
10. Store Sec 5 -0.10 -0.12 0.06 .954 
*Significant at .05 
33 
The data provided information which indicated that the mean change 
in scores for students taught under the independent design group was 
significantly higher in five sections of the test~ including 50 items in 
the following areas; Layout and Promotion, Merchandise Control, Inven-
tory control, Selling, and Human Relations. In the remaining five sec-
tions of the test, no significant difference in mean change of scores 
existed between instructional design. In addition, it was noted that of 
the five sections showing no difference between design, three of those 
sections of the test (Cash Control, Employee Development, and Store 
Security) reflected negative gains in mean scores between pretest and 
posttest for both instructional design groups. 
Competency Test Scores - Analyses Within 
Instructional Design Groups 
Analyses of Pretest and Posttest Total Scores 
A third point of inquiry asked the research question: Was there a 
change in scores over time between administration of the pretest and 
posttest among students taught under either instructional design. To 
answer this question, a series of three one-way t-tests were used to 
analyze the data within each instructional design group. The difference 
in mean totals for pretest and posttest scores obtained by students 
within the Oklahoma design group and the independent design group, 
respectively, are reflected in Table VII and Table VIII. 
While there was no change in scores for students taught under the 
Oklahoma design (Table VII), a statistically significant change was found 
within the independent design group (Table VIII). The mean posttest 
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score (49.88) for the independent design was 8.79 percent higher than the 
mean pretest score (41.09). 
TABLE VII 
ONE-WAY t-TEST ANALYSIS OF CHANGE IN TOTAL SCORE 










t-value = 0.39 
p = • 350 
ONE-WAY t-TEST ANALYSIS OF CHANGE IN TOTAL 
SCORE BETWEEN PRETEST AND POSTTEST 









t-value = 3.83 
p ; .000* 
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Analyses of Pretest and Posttest Section Scores 
An examination of the mean scores by section of the test provided 
information regarding the amount of change produced over time within 
each instructional design group. Data analysis indicated that a change 
in scores did take place for students taught under the Oklahoma design in 
three sections of the test, including: Layout and Promotion, Human 
Relations, and Employee Development (Table IX). 
TABLE IX 
ONE-WAY t-TEST ANALYSIS OF SECTION MEAN 
SCORES BETWEEN PRETEST AND POSTTEST 
- OKLAHOMA DESIGN 
N=62 
Variable Number Time Cx"> t-value p 
Possible Pretest Posttest 
1. Layout/Pro 11 5.31 6.60 4.52 .000* 
2. Mdse Cant 10 4.45 4.58 0.56 .290 
3. Inv Cant 10 3.84 3.82 0.07 .473 
4. Selling 11 6.27 6.66 1.55 .064 
5. Cash Cant 6 2.90 2.73 0.84 .203 
6. Communica 9 3.47 3.79 1.36 .090 
7. P.Apr/Motiv 11 5.97 6.60 1.52 .067 
8. Human Rel 8 4.40 3.56 2.87 .003* 
9. Emp Dev 19 10.61 8.40 4.01 .000* 
10. Store Sec 5 2.53 2.43 0.45 .328 
*Significant at .05 
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Although the change in mean scores for section one, Layout and Pro-
motion, represented a significant increase (5.31 to 6.60), that was not 
the case in section eight and section nine--Human Relation~ and Employee 
Development. In those sections of the test, there were significant nega-
tive gains in scores between pretest and posttest means (4.40 to 3.56 
and 10.61 to 8.40, respectively). 
Analysis of difference in section mean scores for students taught 
under the independent design showed significant differences in six sec-
tions of the test (Table X). In five of those sections, significant 
increases in posttest scores were realized (Section one--4.15 to 7.12; 
Section two--3.32 to 5.85; Section three--3.53 to 4.65; Section four--
4.82 to 7.23; and, Section seven--5.56 to 6.59). Section nine, which 
covers tasks under the Employee Development duty area, however experi-
enced a negative gain in score (8.35 to 6.85). 
Summary 
A significant difference was found between pretest and posttest 
scores among all students; however, mean total scores for students in 
both instructional design groups was less than 50 percent. Closer 
analyses also revealed that no significant gains were made by students 
within the Oklahoma model. Students taught under the independent group, 
however, demonstrated significant gains between pretest and posttest 
scores. Analyses of the sections of the test over time revealed that 
both models realized negative gains in employee development, a section 
that represented 19 percent of the test. Also, the students in the 
independent design group realized significant gains in several more areas 
than did students taught under the Oklahoma design. 
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TABLE X 
ONE-WAY t-TEST ANALYSIS OF SECTION MEAN 
SCORES BETWEEN PRETEST AND POSTTEST 
- INDEPENDENT DESIGN 
N=34 
Vari ab 1 e Number Time (x) t-value p 
Possible Pretest Posttest 
1. Layout/Pro 11 4.15 7.12 7.70 .000* 
2. Mdse Cont 10 3.32 5.85 5.98 .000* 
3. Inv Cont 10 3.53 4.65 3.29 .001* 
4. Selling 11 4.82 7.23 4.95 .000* 
5. Cash Cont 6 2.55 2.26 1.33 .096 
6. Communica 9 3.29 3.68 1.19 .122* 
7. P.Apr/Motiv 11 5.56 6.59 2.50 .009* 
8. Human Rel 8 3.38 3.68 0. 77 .225* 
9. Emp Dev 19 8.35 6.85 2.07 .023* 
10. Store Sec 5 2.06 1.94 0.40 .346 
*Significant at .05 
CHAPTER V 
SUMMARY, FINDINGS AND CONCLUSIONS, 
AND RECOMMENDATIONS 
Summary 
This study was conducted to determine if there was a difference 
between competency achievement test scores for students who were enrolled 
in DE/Marketing programs where the Oklahoma instructional design model 
was implemented, and where other instructional systems were used. The 
null hypothesis provided the research base from which all data were 
analyzed to answer inquiries posed through three research questions: 
1. Was there a difference between pretest and posttest scores 
among all students used in the study? 
2. Was there a difference in scores over time between students 
taught under the Oklahoma instructional desig:, and for those 
taught under independent instructional design~? 
3. Was there a change in scores over time between administra-
tion of the pretest and posttest among students taught 
under either instructional design? 
The nonequivalent control group research design was utilized 
throughout the study, and subjects represented a sample of 14.4 percent 
of the total population of senior high school students enrolled in the 
Business Management and Ownership classes across the state of Oklahoma 
during the 1984 - 1985 school year. Students were assigned to 
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instructional design groups following analysis of instructional design 
used in their respective programs, by means of preestablished groups. 
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The researcher developed instrument used was a 100-item, four-choice, 
multiple choice competency achievement test covering tasks performed by 
retail supervisory managers. Correct responses indicated on mark sense 
answer sheets provided the data for the study. The Statistical Package 
for the Social Sciences (SPSS) was used to analyze the data through the 
Oklahoma State University computer system. One-way t-tests were used to 
analyze the data to determine if there was a change in scores over time 
between the administration of the pretest and posttest instruments; two-
way t-tests were utilized to determine if there was a difference in 
scores between instructional design groups. 
Findings and Conclusions 
Findings related to the first research question indicate that there 
was a significant change in scores between the pretest and posttest among 
all students. Students apparently increased in knowledge of skills per-
taining to store layout and promotion, merchandise control, inventory 
control, selling, communications, and personal appearance; yet there was 
a decrease in ability to correctly respond to items related to human 
relations and employee development tasks. Since the combined total of 
these two sections represent 27 percent of the total test, it would 
appear that there is a problem in training to mastery of these skill 
areas among students enrolled in the Business Management and Ownership 
level of all DE/Marketing programs across the State of Oklahoma during the 
1984 - 1985 school year. 
When data was analyzed to determine if use of either instructional 
design produced higher scores, no significant difference was found 
between groups. The change in scores over time by section of the test, 
however, indicated that the independent instructional design produced 
higher scores in sections of the test related to layout and promotion, 
merchandise control, inventory control, selling, and human relations. 
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When data was analyzed for change over time within each instruc-
tional design, it was noted that there was no significant difference for 
students taught under the Oklahoma design. Change in total score over 
time within the independent design group, however, did show significant 
improvement. Under closer analysis, by section of the test, both 
instructional design groups produced higher mean scores in layout and 
promotion; both produced lower mean scores in employee development. 
Whereas the Oklahoma design group experienced decreased scores in an 
additional section of the test, human relations, the independent design 
group showed increases in four additional areas: merchandise control, 
inventory control, selling, personal appearance, and motivation. It 
appears that students of the independent group are learning more in these 
areas than are students being trained u~der the Oklahoma instructional 
design model. 
Recommendations 
Based on the analysis of data presented throughout this report, 
several recommendations have surfaced. Recommendations for duplication 
of this study, as well as related research, are presented for further 
investigation of this topic. 
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1. Further research should be conducted in a similar manner for all 
occupations trained within DE/Marketing programs in Oklahoma. This would 
allow local school administrators and teachers to .make improved decisions 
on selection of instructional materials for use in local programs. 
2. The study should be replicated in other vocational programs in 
Oklahoma. 
3. A similar study should be conducted in other states where 
materials from the Oklahoma Curriculum and Instructional Materials Center 
are being used. 
4. Tests should be administered in industrial settings with 
incumbent workers to determine cutoff scores. A correlation of 
achievement test scores should be run with supervisor ratings of 
employees taking the test. 
5. To insure test security, a new test should be randomly accessed 
prior to beginning of each new study. 
6. To encourage prompt return of student answer sheets, test keys 
should not be mailed during either phase of similar or replicated 
studies. 
7. Because the employee d•~velopment duty area represented the 
greatest number of critical and essential tasks performed by supervisory 
managers in a variety of retail setting, and given the fact that change 
in scores for the employee development section of the test in both 
instructional design groups realized negative gains in scores over time, 
it appears that additional time should be spend and/or improved teaching 
techniques implemented for training to mastery of these skills in all 
Business Management and Ownership classes. 
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8. Additional analyses, involving the change of rank experienced by 
students within each instructional design group, should be presented in 
future research projects of this nature. This information may provide 
closer insight as to the elements affecting change in score by certain 
groups of students. For instance, if the top one-third of all students 
trained under any given design experience decreases in scores over time, 
and the middle third increases, while the lower third remains unchanged, 
there might be an indication that the programs are not competency-based 
by design. Therefore, evaluation of student achievement through the use 
of a competency-based test may be inappropriate. 
9. One final recommendation for further study is that a longitudinal 
study be conducted to determine the correlation between posttest scores 
obtained in high school on a competency achievement test over retail 
supervisory manager skills and employee performance evaluation reports 
one, two, and three years following graduation from the DE/Marketing 
program. 
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APPENDIX A 
BUSINESSES WHICH PARTICIPATED 
IN TASK ANALYSIS 
A total of 48 businesses participated in the task analysis, which 
was used as the basis upon which the research instrument was developed. 
Businesses represented several segments of the retail industry, 
including: department stores, grocery stores, clothing and shoe stores, 
gift and record stores, auto parts and hardware stores, and convenience 
restaurants. Participating businesses were selected by convenience, and 
represent a large geographic and demographic area of the state of 
Oklahoma. 
A list of businesses which participated in the task analysis follows 
in this Appendix. Also, a map is provided for reference for those 
readers unfamiliar with the location of cities and towns across Oklahoma. 
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BUSINESSES WHICH PARTICIPATED 
IN TASK ANALYSIS 
Business 
Arbys Restaurant 
Belk Department Store 
BestYet Food Store 
C.R. Anthony's 
Cris Crafts 
Davis Paint Store 
Foodworld 
Froug's Department Store 
Greenlight Auto Store 




McCartney's Food Store 
McDonald's Restaurant 
Montgomery Ward 
Oliver's Shoes, Inc. 







Wa 1 mart 














Norman, Oklahoma City, Tulsa 
Ardmore, Enid, Lawton 
Oklahoma City 








Ardmore, Edmond, Oklahoma City, Stillwater 
Idabel 
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RESULTS OF THE TASK ANALYSIS 
Task analysis survey forms were personally administered to 48 
incumbent supervisory managers. Each task was reported as being critical, 
essential, important, desired, or not applicable. For purposes of this 
study, only tasks identified as critical or essential were used in 
determining tasks for item development. In total, 62 tasks were 
identified for inclusion on the research instrument. Five items were 
developed for each critical task and three were developed for each 
essential task. This allowed for a total test battery on supervisory 
management of 256 items. 
A copy of the criticality worksheet and task list summary follow. 
Only those tasks reported as being critical or essential were coded for 
inclusion in the test battery. 
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CRITICALITY INDEX WORKSHEET 
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SUPERVISORY MANAGEMENT TASK LIST SUMMARY 
c E I 0 N 
R s M E 0 
I s p s T 
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I N R R A 
c T T E p 
A I A 0 p 
L A N L 
COMMUNICATIONS SKILLS L T I 
Use legible handwr1t1ng 1n prepar1ng torms, 
messages, and records. X 
A-1. Listen attentively to directions, assignments, 
and information form customers, supervisors, 
or managers. X 
A-2. Communicate verbally with customers, employees, 
supervisors, suppliers, etc. X 
Communicate verbally with groups including 
firm personnel, civic organizations, etc. X 
A-3. Read reports, forms, policies, product 
information, etc. X 
A-4. Compose and complete correspondence, reports, 
forms, and notes. X 
Perform mathematical computations applicate 
to marketing functions in this occupational 
area. X 
A-5. Utilize information from tables, graphs, and 
charts such as tax tables, work schedules, 
organization charts, etc. X 
Use the telephone correctly and courtecusly. X 
Use calculating equipment to perform 
mathematical computations. X 
Convert American standard measurements to metric 
measurements. X 
Interpret computer output such as printouts, 
visual display screens, etc. X 
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PERSONAL APPEARANCE AND MOTIVATION L T I 
B-1. Demonstrate good work habits such as 
punctuality, orderliness, and patience. X 
B-2.·Demonstrate effective work habits by planning 
and scheduling work tasks and assignments 
(time management). X 
B-3. Maintain appearance and health X 
B-4. Demonstrate appropriate ethics such as 
integrity and honesty. X 
Adjust and adapt to new and unique ideas and 
situations. X 
Convey a positive image of self and the firm. X 
Assume responsibility for individual actions 
and/or department and company operations. X 
B-5. Accept constructive criticism and take 
appropriate corrective action. X 
Maintain necessary endurance, forbearance, and 
persistence in order to accomplish goals and 
objectives. X 
Display appropriate sense of humor. X 
Budget time effectively by managing leisure, 
work, and home affairs in ways that enable 
individual goals to be achieved. X 
B-6. Use success or failure constructively in a work 
situation. X 









HUMAN RELATIONS 1 
C-1. Work cooperatively with other employees, 
supervisors, and/or managers. X 
C-2. Serve customers courteously to represent the 
firm favorably. X 
Treat others as individuals. 
C-3. Work cooperat1vely w1th other persons outs1de 
the firm such as suppliers, advertisers, com-
munity representatives, etc. 
Utilize appropriate assertiveness when working 
with other employees, manaqers, and customers. 
Understand the needs, desires, and goals of 
individuals with varying social and cultural 
backgrounds. 
C-4. Demonstrate initiative in dealing with 
customers, other employees, and manaqers. X 
C-5. Apply appropriate leadership style such as dir-
ective, participative, or combination thereof 
to motivate others. X 
Demonstrate sensitivity to the needs of 
individuals. 
Demonstrate an understanding that success or 
failure depends not alone on technical 
proficiency but on quality of inter-personal 
relations as well. 
C-6. Establish and maintain credibility with 
customers, co-workers, employees, and manaqers. X 
























deadlines, pressures, -~.~o~n~f~l~ic~t~s~,~e~t~c~·~------~--~--+-~X~--~~ 
Reinforce positive behJvior and provide 
constructive criticism. X 
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ECONOMIC PRINCIPLES/CONCEPTS L T I 
Contributions of profit and the profit motive to 
the economy, business, and the individual. X 
Relationships to profit and the profit motive to 
to sales volume, price determination, costs 
(fixed and variable), and breakeven points. X 
Influence of competition of product, price, pro-
motion, and distribution qoals. X 
Relationship of supply and demand and influence on 
marketing functions (e.g. buying, selling, sales 
promotion, etc. X 
Characteristics of the free enterprise system such 
as individual investment opportunities, motiva-
tions, and rewards. X 
Effects of recession and/or inflation on produc-
tion, sales, and emp 1 oyment. X 
Role of capital and investment in planning and 
control for business organizations. X 
Influence or labor and labor organizations on the 
economy, business, and the individual. X 
Nature of credit and its influence on the economy, 
business, and the individual. X 
Effects of taxation on the economy, business, and 
the individual. X 
Effects of laws, regulations, and agencies of 
governments on business organizations. X 
Role of risk management including insurance pro-
___ trction for business organization. X 
Irfluence of automation and/or specialization on 
Ue economy, business, and the individual. X X 
Influence of financial institutions such as 
federal reserve system and commercial financial 
institutions (banks, savings and loans, credit 
unions, etc.) on the availability of credit and 
supply of money. X 
Characteristics of capitalism, socialism, and 
communism as they affect the economy. X 
Characteristics of various competitive structures 
such as pure and imperfect competition, oligopo-
lies, duopolies, and monopolies. X 
Effects of the consumerism movement upon the 
economy, business and the individual. X 
The contributions of the 11 Value-added by market-
ing 11 concept to the economy, business and the 
individual. X 
Influence of allocations of natural resources on 
on the economy, business, and the individual. X 
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EMPLOYEE DEVELOPMENT L T I 
Determine job classifications, qualifications 
and/or number of individuals needed for various 
positions. X 
Write job descriptions, specifications, etc. X 
Recruit employees in accordance with labor 
laws and affirmative action policies. X 
D-1. Interview prospective employees. X 
D-2. Select individuals for various positions based 
upon recommendations, qualifications, 
experience, etc. X 
Obtain necessary information such as health 
clearances, tax data, social security number, 
and insurance data. X 
Comply with federal and state employment laws 
such as child labor, civil rights, wage and 
salary, etc. X 
D-3. Explain benefits to employees such as social 
security, health care, pension plans, etc. X 
D-4. Train employees concerning job responsibilities 
duties, policies, and procedures, systems, 
trends, products, and terminolo~y. X 
Select appropriate training aids and references 
material. X 
0-5. Conduct meetings. X 
Attend training sessions sponsored by 
suppliers, trade associations, firms, etc. X 
Plan goals and objectives for specific jobs. X 
Plan job responsibilities for employees and 
ass i_gn authority. X 
Establish criteria and procedures for 
evaluating employees. X 
D-6. Schedule employee work hours. X 
0-7. Assign work to employees. X 
0-8. Supervise work of employees. X 
0-9. Build employee morale, motivative, and loyalty. X 
D-IO.Provide constructive criticism, positive rein-
forcement, and show appreciation to employees 
where and when appropriate. X 
D-ll.Evaluate employees• performance according to 
firm policies and procedures. X 
D-12.Handle employee complaints and grievances in a 
fair and effective manner. X 
Maintain relations with employee organizations 
such as trade and professional unions. X 
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STORE SECURITY L T I 
Determine equipment needs. X 
Select new or replacement equipment. X 
Select site location for facilities. X 
Determine insurance needs for fire, liability, 
theft, etc. X 
Establish policies and procedures for company 
security. X 
E-1. Comply with established procedures for handling 
shoplifting, customer fraudulence, especially 
as stated in OSHA. X 
E-2. Follow appropriate procedures if there are 
employee or customer accidents. X 
E-3. Administer a maintenance and housekeeping 
program. X 
Administer overall budqet. X 
Analyze projected budqet with the actua 1 budqet X 
Perform necessary budget banking functions su~h 
as depositing funds, signing checks, etc. X 
Interpret financial reports and records. X 
Administer waqe, salary, and incentive plan. X 
Assume responsibility for compliance with laws 
reqardinq taxes and payroll. X 
Obtain necessary financing. X 
Manage legal matters such as negotiating rental 
or leasing contracts, franchise agreements, 
ordinance compliance, etc. X 
iVlanaqe credit policies and procedures. X 
Promote firm through participation in profes-
sional and civic orqanization. X 
Keep informed of trends and developments in the 
industry. X 
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STORE LAYOUT AND PROMOTION L T I 
F-1. Plan layout to provide for appropriate and 
adequate space for work areas and merchandise. X 
F-2. Determine whether and when to use displays. X 
Coordinate local advertising with chain, 
regional, or national advertising. 
Develop catalogs, price lists, etc. X 
Consult with appropriate persons and collect 
appropriate information prior to preparing 
advertising copy. X 
Design advertisement, copy, and layout for 
various printed media. X 
Proof advertisements for corrections, deletions 
and additions. X 
Develop advertisements for radio and/or 
television. X 
F-3. Plan location of displays considering logical 
groupings, maximum customer exposure, present 
and anticipated sales volume, and firm layout. X 
Obtain information and materials for displays 
from suppliers. X 
F-4. Select appropriate display fixtures, materials, 
and background. X 
Design displays considering the basic elements 
of display arrangement using the principles of 
color, harmony, balance, and proportion. X 
F-5. Evaluate Interior displays. X 
Develop point-of-sale signs and banners. X 
Prepare merchandise for display. X 
Maintain sales appearance of displays by re-
arranging or replacing merchandise sold from 
displays. X 
F-6. Coordinate displays with advertised features. X 
F-7. Inform employees of the prices, uses, brands of 
items featured in the advertisement. X 
Post current ads in heavy traffic areas. X 
Highlight advertised items on shelves and 
displays. X 
Inform customers of advertised merchandise. X 
Evaluate effectiveness of advertising program 
in terms of objectives and increased sales. X 
Evaluate effectiveness of specific 
advertisements. X 
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STORE LAYOUT AND PROMOTION (Cont.) L T I 
Evaluate the effectiveness of displays by 
analyzing sales results with regard to the 
purposes of the display. X 
Obtain supplier representatives' assistance and 
evaluation in terms of present display arrange-
ments and display innovations and trends. X 
Evaluate special promotion. X 
Consider the uses and purposes of promotion 
such as arousing consumer desire for products/ 
merchandise, preselling merchandise, increasing 
sales, building customer goodwill, and 
promoting the image of the company. X 
Determine target market. X 
Determine promotional objectives. X 
Plan promotional campaign, strategies, etc. X 
Plan promotional schedule such as advertising 
and/or display schedule. X 
Determine when to use promotional and 
institutional advertising. X 
Make comparison shoppings of competitors' 
merchandise and analyze competitor's 
promotional activities and prices. X 
Determine costs of promotion for various media 
and methods, such as advertising, display, 
special promotions, etc. X 
Prepare a sales promotion budget. X 
Apportion sales promotion budget to various 
merchandise lines and/or departments. X 
Insure that firm receives proper advertising 
allowance from vendors and manufactures. X 
Select merchandise that is seasonal, timely, 
and in keeping with objectives of the firm. X 
Determine the amount of merchandise needed to 
back up promotion. X 
Order additional merchandise if appropriate to 
insure adequate stock to back up promotion. X 
Determine appropriate media for advertisement. X 
Determine whether and when to use special pro-
motion such as coupons, free merchandise, etc. X 
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MERCHANDISE CONTROL L T I 
G-1. Plan for a balanced and complete inventory by 
considering such factors as customer•s needs 
and wants, competitive conditions in the market 
area served, current trends in sales, customer 
buying habits, etc. X 
Obtain market, merchandising, product, and 
consumer information from suppliers. X 
Analyze economic forecast indicators such as 
local employment conditions, inflation, union 
strikes, etc. X 
G-2. Determine amount of inventory on hand from in-
ventory records or actual count. X 
G-3. Estimate customer demand based on analysis of 
past sales, forecast of future sales, special 
promotional activities, seasonal purchases for 
related items, etc. X 
G-4. Determine necessary maximum and minimum quanti-
ties for basic stock and sales items to assure 
depth and assortment of stock. X 
G-5. Complete appropriate ordering procedures and 
forms. X 
G-6. Place orders to assure timely delivery. X 
Follow-up on completions and delivery of orders X 
Establish pricing policies to assure and 
adequate gross margin. X 
Establish the markup for each product or 
product line. X 
Determine the timing of price reductions and 
the percentaqe of markdown. X 
Mark and chanqe prices on merchandise. X 
Operate ticketing machine, stampers, scales, 
automatic wrapping machines, and other pricing 
I equipment. X 
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INVENTORY CONTROL L T I 
Establish an Inventory control system. X 
H-1. Conduct periodic stock counts. X 
Maintain inventory control records. X 
H-2. Analyze records to detect stock shortages and 
overages. X 
Establish receivin~ schedules. X 
Determine priority for processing merchandise 
received. X 
Unload trucks or other transportation methods. X 
Check merchandise for completeness of order and 
damage. X 
Complete receiving records such as freight 
tickets, receiving records, and invoices. X 
Follow through on non-delivered or lost 
merchandise. X 
Follow correct procedures in handling defective 
or damaged merchandise. incorrect amounts, and 
merchandise returns. X 
Store merchandise in appropriate manner after 
receiving. X 
H-3. Determine best location for stock considering 
shelf and floor space, customer flow patterns 
and available fixtures. X 
H-4. Stock merchandise in appropriate place and 
appropriate manner considering moving older 
merchandise in front, keeping shelves filled, 
facing merchandise to front, and maintaining a 
good appearance of the products. X 
H-5. Maintain stock control records. X 
Sort merchandise by department, size, and grade 
if appropriate. X 
Prepare merchandise for stocking such as 
assembling materials. X 
Code or date stock. X 
H-6. Report low or out-of-stock conditions. X 
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SELLING L T I 
I-1. Represent the firm favorably to customers by 
showing courtesy, responding to inquiries in a 
friendly manner, etc. X 
Greet all customers in accordance with firm 
policy. X 
Open sale in appropriate manner. X 
Identify prospective new customers. X 
Open new accounts. X 
Establish a schedule for visiting customers. X 
Maintain a customer list for maili~g. X 
I-2. Help customers define and understand their 
needs, wants, and problems. X 
I-3. Determine merchandise which is of interest to 
customer. X 
Ask pertinent questions to define more clearly 
the nature of customer interest. X 
Recognize when customers prefer to examine 
merchandise with or without assistance. X 
I-4. Inform customers of the use of products. X 
Inform customers of the various size available. X 
Explain to customers protective measures such 
as standards and 9rades. X 
Inform customers of the various styles. X 
Compare prices and price lines for customers. X 
Inform customers of various colors available. X 
Inform customers of brand names. X 
Inform customers of expected useful life. X 
Inform customers of manufacturing process. X 
Inform customers of product materials. X 
Instruct customers in how to care, handle, 
maintain, and repair merchandise. X 
Show customers the advantages of packaging 
methods. X 
I-5. Suggest substitute items to customers. X 
I-6. Suggest related items to customers. X 
Inform customers of product trends and 
innovations. X 
Provide sources of product information. X 
Explain guarantees and warrantees to customers. X I 
65 
c E I 0 N 
R s M E 0 
I s p s T 
DUTY AREA T E 0 I 
I N R R A 
c T T E p 
A I A 0 p 
L A N L 
SELLING (Cont.) L T I 
I-7. Respond to customer questions and complaints in 
an effective manner and in accordance with 
company policy. X 
Inform customers of service provided by the 
firm. X 
Inform customers of locations of merchandise. X 
Work with more than one customer simultaneously 
in a courteous manner. X 
Great all customers in accordance with company 
policy. X 
Operate cash register in accordance with 
company policy. X 
Determine price for all items not pre-priced. X 
Determine amount of sales tax and which items 
are taxable. X 
66 
c E I 0 N 
R s M E 0 
I s p s T 
DUTY AREA T E 0 I 
I N R R A 
c T T E p 
A I A 0 p 
L A N L 
CASH CONTROL L T I 
Make change for customer. X 
Bag or wrap merchandise for customer. X 
J-1. Process checks received in accordance with 
firm's policies. X 
J-2. Make refunds for items such as coupon 
redemption and returned merchandise. X 
Handle lay-away sales. X 
Secure necessary customer credit information 
such as obtaining credit references, status of 
of customer•s account, credit limits, etc. X 
InterQret credit policies to customers. X 
Process credit purchases such as firm accounts, 
Bank Americard, Master Charge, etc. X 
Prepare sales slips. X 
J-3. Balance cash drawer against register reading 
and complete appropriate forms for register 
close-out. X 
Handle back-orders in accordance with company 
policy. X 
Solicit display areas in customer•s store. X 
Provide customer merchandising consultative 
service. X 
Service merchandise for customers. X 
Take orders in person or on the phone including 
catalog sales. X 
J-4. Analyze reasons for return of merchandise and 
take corrective action. X 
Follow legislation regarding the sales of 
certain products. X 
APPENDIX C 
INSTRUCTIONAL MATERIALS SURVEY FORM 
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APPENDIX C 
INSTRUCTIONAL MATERIALS SURVEY FORM 
Instructional Materials Survey forms were mailed to selected 
vocational teachers, including every DE/Marketing teacher in Oklahoma in 
April 1984. The Research Unit at the State Department of Vocational and 
Technical Education assisted in the development of the instrument, which 
was designed for two specific purposes: (1) to identify instructional 
materials used in local DE/Marketing programs to teach competencies 
related to the Business Management and Ownership level of instruction, 
and, therefore, primary references for test item development; and, (2) 
to provide information for assistance in separatring programs by 
instructional design. Thirty-eight forms were returned for analysis. A 
copy for the memorandam and form are presented on the following page. 
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rn rn rn OKlAHOMA STATE DEPARTMENT OF VOCATIONAL AND TECHNICAL EDUCATION 






Teachers of Selected Programs ~~ 
Barbara J. Lyon, Testing Specialist\;~ 
April 26, 1984 
Instructional Materials Survey 
The Testing Section of the State Department of Vocational and 
Technical Education has been given the responsibility to develop 
and validate test items for use at the local program level. 
Through use of the state developed test batteries, teachers 
will be able to select appropriate test items for use throughout 
the school year. This should save teachers a great deal of time 
and will give both teachers and administrators a means of 
reviewing curriculum and time-on-task activities. Also, through 
the use of these test batteries, students may be provided with 
some indication of their strengths and weaknesses as they leave 
the vocational training program and seek employment in the 
business community. The design of the testing system is to 
improve vocational education across Oklahoma. It is not an easy 
process, and it is not possible to accomplish our task without 
your support. 
In an effort to develop valid test items, we have been working 
closely with area school administrators and local vocational 
directors to identify teachers who will write test items for our 
priority program areas this su~~er. Your program is one of 
those which has been selected. It is for this reason that we 
would like to have you complete the enclosed survey of 
Instructional Materials. 
Information gathered on this survey is of upmost importanc~ 
as test item writers will be required to reference each item 
developed. Since we hope the tests will be used by teachers 
across the state, we would like to insure that references being 
used in our classrooms are also used in developing our test 
items. 
EQL,\L OPPORTUNITY/AHIH\I"TIVE ACTION D!PLOYER 
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INSTRUCTIONAL MATERIALS SURVEY 
AND MEMORANDUM (CONTINUED) 
Teachers of Selected Programs 
Apri 1 26, 1984 
Page 2 
Here are a few basic instructions for filling out the survey 
form: 
Program: 
1. Complete the general information section by 
writing in your school and your name. 
2. In the left-hand column, write in the titles, 
etc. for each of the primary references you used 
to teach various job related activities. Primary 
references are those used most often to teach 
various topics. Do Not list general references 
which are available rn-your classroom. but 
rarely used. (NOTE: Refer to the enclosed task 
analysis for specific information related to 
various job/duties which have been identified by 
the Research Unit. Tasks listed serve as the 
basis for developing test items.) 
3. Identify the jobs/duties that are covered by 
each of the references listed by placing an "X" 
in the appropriate blanks under each job/duty 
area listed. (NOTE: Place an "X" in the space 
next to "I" i~ the reference is used for 
classroom information; "A" if the reference is 
used for assignments; and/or "T" if it is used 
for testing students. IT IS POSSIBLE THAT ALL 
THREE, I, A, AND T, WILL BE CHECKED FOR ANY OR 





School: (l~\_G_ AvTs 
/Jik41ild~ Location: Wq\.(';'\)J-kv._ Q(_ ~ {!:' ?l ~ rS ~ ;:; ~ ~ ~ l.t..(!i ff Teacher: a~ 1).H_ $' 1:1 ,t-j"' l E"' -#::s ~~,l .. "-zy/ ~ ~ Cf ~ Qj c:f' q «.~ <;:. q ~ q__{; r:# 
Resource Used Use Use Use Use Use Use Use Use Use 
Title: (.c-r,v(Y'~ ~ ·,.S C ().~o.c..±l, I./ I~ I~ I_ I_ I_ r/ I_ I_ 
Author(s): S·~ ~ A_!_ A...L A..L A__ A__ A__ A__ A__ 
Publisher: t_•M(... Yr/Ed:' 71 T~ T/ T.:::::_ T~ T_ T_ T_ T_ T_ 
Title: ~~&.:.Q~Q" I_ I_ I_ 1--'i:. Jol' I~ I_ I_ I~ 
Author(s): -:::.,:2U.f<-.. &1::.1 1 ~c~-/1... A_ A__ A_ A.;{_ A _:I_ A_L A__ A__ A__{ 
I 
Publisher: Snc1:f, l;J-Q 4 .. Y r IE d: M T_ T_ T_ T_ Ti_ T_L T_ T_ T_ 
-
INSTRUCTIONAL MATERIALS SURVEY 
AND MEMORANDUM (CONTINUED) 
Teachers of Selected Programs 
April 26, 1984 
Page 3 
4. Add any additional job/duty areas that you teach 
which are not listed on the survey form and 
check the appropriate lines to indicate use for 
information, assignments, and/or tests. 
5. Mail the completed survey form back to the State 
Department of Vocational and Technical Education 
in the enclosed business-reply envelope. (NOTE: 
Please mail the survey back to us on or before 
May 11. This will allow us time to summarize 
all of the information gathered and get the 
appropriate references to our test writers by 
the end of the month. In this way, we can be 
certain that the best references are being used 
as test items are developed this summer.) 
THANK YOU FOR YOUR SUPPORT. THROUGH YOUR EFFORTS WE WILL 8E 
ABLE TO PROVIDE EVEN MORE IN '84. 
da 
Enclosures 
cc: G. Bice 
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Instructional Materials Survey 
l'ro~ram: 
S11pervisory Management I Major Instructional Areas' 
School: lttltkhlill ;/;/I i ~ ~§ ~ ;;.~ ~ Location: il' rs ~~ Rl~ ~~ ~ ,§ ~ (:- ~ ~sf~ $ ~ ..:J ~ !& ~~ Teacher: &~~~ ~ ~/!_}" ~~~§ J I r:~l ,; ;;-~ It f l~ :10, J ~?s <t ~ <5' & c.; ~ <:.>"'"<}'c.; <5' 
Rcsomcc Used u~e Use Use Use Usc Use Use u,e u,c u,c u,e Use Usc ~ 
Tttle: I_ I_ I_ I_ I_ I_ I_ I_ I_ I_ I_ '- I_ :1 Authnr(s): A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ 
~~ l'uhh~her: Yr/Ed: __ T_ T_ T_ T_ T_ T_ T_ T T_ T_ T_ T_ T_ 
Title: ,_ I_ I_ I_ I_ I_ I_ I_ l_ I_ I_ I_ I_ l , 
Aut hor(s): A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ ~, 
l'uhli\her: Yr/Ed: __ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T; 
Title: ,_ I_ I_ I_ I_ I_ I_ I_ '- I_ I_ I_ I_ ~~ 
~ 
Author(s): A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A __ A_ 
l'uhli,her: Yr/Ed: __ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ t 
Title· I_ I_ ,_ I_ I_ I_ ,_ '- I_ I_ ,_ I_ I_ ~~ Author(~): A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ 
l'uhlhher: Yr/Ed: __ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_ T_~~ 
Title: l_ I_ I_ l_ I_ I_ I_ I_ '- I_ I_ I_ I_ I~ 
Author(s): A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ A_ 
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APPENDIX D 
INSTRUCTIONAL DESIGN PANEL OF EXPERTS 
A panel of experts was used to determine under which instructional 
design category each participating DE/Marketing program should be placed. 
The primary point by which the panel discerned instructional design 
rested on whether programs used the Oklahoma Curriculum and Instructional 
Materials Center design, or other models for teaching Business Management 
and Ownership. The panel of experts, therefore, had to be knowledgeable 
of the Oklahoma instructional design, as well as variety of other methods 
used by DE/Marketing teachers across the state. 
For these reasons, the panel of experts consisted of the two DE/ 
Marketing occupational supervisors and a curriculum specialist employed 
by the Oklahoma State Department of Vocational and Technical Education. 
Based upon their personal observations and information provided through 
the Instructional Materials Survey forms, each member of the panel separ-
ated programs into instructional design groups. Each member of the panel 
agreed that one group had aparently used the Oklahoma instructional 
design; however, there was no apparent relation among other models. 
For this reason, the two instructional designs identified for use in this 
study were: (1) Oklahoma system, and, (2) independently designed models. 
A final tally of the panel's responses was used to fix instructional 
design groups for purposes of data analysis. The panel of experts is 
listed on the following page. 
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Area of Expertise 
Curriculum Specialist 
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MEMORANDUM AND REQUEST FOR TESTS 
rn rn rn ..... OMA STAT< D""""ENT Df 1/0t:ATKJNAL AND TB>IN<Al EOOCATlDN 
FRANCIS TUTTLE, DIRECTOR • 1516 WEST SIXTH AVE. • STILLWATER. OKLAHOMA J4074 • A C.I .. OI) 317·2000 
MEMORANDUM 
DATE: August 23, 1984 
TO: DE/Marketing Teachers 
FROM: Barbara Lyon, Testing Spec1alist t):lt, 
RE: Pre-Test/Post-Test Opportun1ty Available 
You may recall that during a meet1ng last year, we prom1sed the DE/Market1ng 
teachers across Oklahoma an opportun1ty to pre-test and post-test the1r 
Business Management and Ownership students w1th a competency based ach1eve-
ment test dur1ng the 1984-85 school year. That test is ready for immed1ate 
use and will be provided at no cost to your school. Sim1lar opportunit1es 
are be1ng provided to teachers in several programs across the state as 
test batteries are wr1tten and validated. 
Based upon an industry analys1s of tasks performed by superv1sory managers 
in retail stores (general merchandis1ng, fash1on merchandis1ng, food 
market1ng, food service, hardware/bu1lding supplies, and automot1ve 
supplies), the test covers bas1c knowledges necessary in middle management 
pos1t1ons. The test 1s a 100 1tem, mult1ple-cho1ce instrument and will 
ass1st you 1n plann1ng each student's 1nstruct1onal act1vities for this 
school year. Through the use of the post-test later 1n the spr1ng, 1t 
will provide information which may assist you in improv1ng your 1nstructional 
plan for next year. Also, the post-test may assist students 1n prepar1ng 
for DECA compet1tive events and upgrading the1r knowledge before graduat1on. 
We hope that you will take advantage of this opportun1ty to pre-test your 
students th1s fall and also to post-test somet1me later 1n the spr1ng 
semester. (NOTE: S1nce the test contains information for superv1sory 
managers and not store owners, you may wish to use the post-test at the 
end of the third quarter before business ownersh1p units are covered.) 
To order your tests, please fill out the DOTS Request for Tests sheet 
and return 1t to our off1ce in the bus1ness reply envelope, also enclosec, 
as soon as possible. We will provide a copy of the test for each student, 
along with answer sheets and a key for the test. Your test packet w1ll 
be ma1led with1n 24 hours of rece1pt of your Request for Tests. So that 
we may reduce pr1nting expenses by re1ssu1ng cop1es of the test, and at 
the same t1me conduct appropr1ate reliab1l1ty stud1es on the Reta1l 
Superv1sory Manager test, we request that all mater1als be sent back to 
the State Department of Vo-Tech upon completion of test adm1n1strat1on. 
Aga1n, a business reply envelope w1ll be provided for your conven1ence. 
We appreciate the opportun1ty to serve DE/Market1ng teachers and look 
forward to hear1ng from you soon. If you have any quest1ons or other 
cons1derations that you would like to share, please do not hesitate to 
wnte or call (405)377-2000, ext. 264. 
BJL:dp 
Enclosures: Request for Tests 
Business Reply Envelope 
cc: Gene Warner 
G. Bice 
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MEMORANDUM AND REQUEST FOR TESTS 
(CONTINUED) 
DOTS REQUEST FOR TESTS 
PROGRAM/TEST TITLE :_-"D'-"E.L/'"'-M-'R-"'e'-"t"'-a-'-ll.:.......,S"'u"'p-><-e'-rv.!...l'-'. s,o"'r_._y_M'-"a..,n,a"'g""e'-r ___________ _ 
DATE OF REQUEST: _______ _ SCHOOL PHONE: __________ _ 
TEACHER'S NAME=-------------------------
SCHOOL: ___________________________ _ 
ADDRESS (lncl ude Zip)'-----------------------
1. Do you plan to ut1lize the DOTS tests for your program this year? 
Yes. Please provide all information requested below. 
No. Please skip to quest1ons 4, 5, and 5. 
2. If yes, under which plan would you like to test your students th1s year? 
__ Pre-test/Post-test 
__ Pre-test only 
__ Post-test only 
3. On what date do you plan to use each test? (NOTE: We recommend pre-
testlng before September 15, and postest1ng by March 15. Please approxl-
mate test date and number of students as best as you can at th1s t1me. 
Last m1nute changes may be made by telephone.) 
Pre-test Date: ______ _ Number of Students: _________ __ 
Post-test Date: ______ _ Number of Students: _________ __ 
4. Do you provide each student a copy of the appropr1ate state curr1culum 
guide each year? 
Junior Year: __ Yes. __ No. 
Senior Year: __ Yes. No. 
5. Is the state curriculum gu1de the primary source of informat1,Jn used 
in your program? 
Yes. No. 
(If no, specify other: ______________________ _ 
5. Have you ever attended an 1n-serv1ce meet1ng on test1ng students? 
__ Yes. (If yes, prov1de approximate date: ______ _ 
__ No. (If no, check if you would like to attend s~ch a meet1ng: 
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LIST OF PROGRAMS USED IN THE STUDY 
Oklahoma Instructional 
Design 
Broken Arrow High School 
Del City High School 
OKC John Marshall High School 
McAlester High School 
Midwest City High School 
Putnam City West High School 
Independent Instructional 
Design 
Tulsa Daniel Webster High School 
Tulsa Nathan Hale High School 
Okla. Co. Western Heights High School 
APPENDIX G 
THE RESEARCH INSTRUMENT 
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APPENDIX G 
THE RESEARCH INSTRUMENT 
The research instrument utilized in this study was a 100 item, four 
choice, multiple-choice objective test. Test items were developed for 
those tasks identified as critical or essential following a task analysis 
of skills used by supervisory managers in a variety of retail settings. 
The same test items were used on both pretest and posttest, although 
the order in which the items appeared changed between tests. In the 
pretest items were scrambled throughout the instrument; however, in the 
posttest, items were grouped by duty areas identified in the task 
analysis. This grouping of items allowed for more continutiy of thought 
on the part of students taking the test, and for ease in reporting 
results of the test by section. A breakdown analysis of each instrument 
follows. In addition, a copy of the posttest instrument is provided. 
The tests were mailed through the Evaluation and Testing Unit of the 
State Department of Vocational and Technical Education, along with 
instructions to the teacher, and answer sheets for use by student 
participants. For reference, a copy of each form is located at the end 
of this Appendix. 
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THE RESEARCH INSTRUMENT 
1984- 1985 
Each of tne items ~rovided on tnis cest is followed uy four fOSsible 
responses. Cnoose tne one \vnicn .oest answers ci1e question or COlllpletes 
cne state.ment in eacn case. wrm PaoL CtiLY, marK your seleccion on 
your answer sneet. DO 001" write on cnis cest oooklet. 
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1. Wnat is an advertisement which t?rimarily concaJ.ns copy and is 
grou,b)€d in certain sections of tne newspaper oy 1xoduct or service 
offered called: 
a. olind ad 
o. classified ad 
c. 11elp wanted ad 
J. ornnious ad 
2. Advertising in vJnicn t•1e cost is snared oy cne local 0usiness and 





3. w,1icn would r,m oe a consideration wnen develo~in9 a .t?lan :Cor 
cnanging the layout of a department: 
a. nwuoer oi displays to oe changed 
o. n1ercnandise to oe displayed 
c. nur.uer of people needed to work on cne displays 
d. names of J?eOple who will worK on the displays 
4. In plarming a Sf'ecial event display, whic.n activity r•rusr oe con-
sidered oy tne de_t?arbt~t manager: 
a. develop a theme to coordinate witn merc11andise 
o. hire e.;{tra _c)ersonnel tor ~uttin':J the dis~lay toget11er 
c. order custom-made props and ma.terials 
d. install a window area for tne Sflecial event 
5. Sally Jo.nnson nas oeen asKed to recormnencl tne placement oi certain 
items within the store in W11ici1 sne iVOrKs. Wnicn ,t)rinciple ior 
effectively merchandising products should Sally Keep in nrind when 
m.:ud.ng 11er suggestions: 
a. to facilitate customer nnvement, !?lace carts and standing 
displays to the leit of the front doors 
o. co 11ave customers walK through tne entire store, place related 
inercbandise at least two deparbuer1ts away from each otner 
c. to nave maximum space for displaying merchandise, make tne 
aisles wide enougn for one shoJ?ping cart to n:ove through tne 
area 
d. to improve the qualicy oi color retention in products, install 
warm white iluorescent lights tnroughout the store 
6. Whicn of the following ~rinciples is used in creating effective 
winJow displays: 
a. anpnasize 1nercha .. r1dise line, snape, size, cexture, weignt, and 
color witn oacKground material 
.::>. .Pinpoint large itews of mercnandise and/or sections of tne 
display wicn large, high intensity oulos 
c. use decorative props to physically support or nold merchandise 
oeing displayed 
d. display items that are not selling to nelp clear c.ne raerchan-
dise from the selling floor 
84 
7. In lay in':)' out his department, David Hoare \vould liKe to allow a loc 
of mercnandise to oe displayed in as little space as possiole. To 
do cuis David ordered several st~1dard fixtures wnich will adapt 
easily to the bui~ding structure and design. Wnich type of layout 
arrangement is David using: 
a. combination 
o. iree flow 
c. gridiron 
d. open 
8. Several techniques are used in proroting ousiness in a retail store. 
~Vhich of tne following is an eAmnple of a public relations activity: 
9. 
a. contract to run daily ads during a morning radio show 
.b. expand the store 1 s floor apace 
c. participate in community organizations 
d. put up a oillDoard near a major intersection 
Tne ultimate goal of advertising is to: 
a. introduce new product lines 
0. sell goods anJI or service 
c. coerce custoraers into the store 
d. .rrotivate employees 
10. l'hl.at: is tne in tang i.ole, salaole asset re_t)rcsentins tne reflutation 





11. ~~1at are dis_t)lays used to show merchandise near related itans, 
at the ends of aisles, and near the cneck-out stands called: 
a. iree form dis!_)la}''S 
D. ins~:itutional displays 
c. J.JOint-oi-:purchase displays 
~. suspension displays 
12. li'li1ich m.:rcnandise policy has little affect on a store 1 s ii1la<Je: 
a. nanagernent style practiced 
D. Iil:lrlufacturers' brands carried 
c. merchandise quality 
J. .t?rice of mercnandise carried 
13. Pasnion accessories cnat g.re adapteJ to tne ap_t?ropriate times 





14. What is mercr~1dise sold at a reduced price, or even at a loss, 







15. Jesse Ro.oerts is responsiDle for orderi.n':)' Ii:lercnandise to Keep 
-cne 11eaLcn and .oeauty aids department properly stocked. Jesse 
reviewed tne det)arc£Llent 's current stoc,< and che rnercnandise t-~lan 
£or the next IL!Ontn and £ound the following information. 
Planned sales for the ii!Onth - $6,000 
Desired stocK at tne end of the m:mtn - $3,000 
r1erchandise in stocK at the present time - $2,000 
Merchandise on order at tne ~resent tline - $500 
What ~uount does Jesse nave availaole as Of€Q-to-ouy for next 
H!Onth: 
a. $ 5,500 
o. $ 6,500 
c. $ 9,500 
d. $11,500 
16. If an i.avoice is dated July 2, and nas cerms of 4/10, 60X, wnat 
is tHe final date tne casn discount may oe -caJ<en: 
a. July 6 
b. July 16 
c. Septezrber 10 
J. Septerober 14 
17. The avera~e invei1tory of mercnandise for a six-montn j?eriod \vas 
$20,000. If net sales for tne s~ue period were $50,000, w1~t 




d. 30 .o 
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18. During t11e rrontn of Decer;k)er, the sale of a specific ite1n of 
lLlercnandise is projected to oe $1,500. The value of t!1e .oe;;inniny 
of tne 11-x:>nth inventory is $6,000. Wnac is tne sales-to-stocK 





19. Wnat is pricing !ilerchan.dise in terms of quantities of rore t11dil 
one unit, such as 3 for $5.00, Known as: 
a. activity counting 
o. nultiple pricing 
c. point-of-sale pricin~ 
d. s~ecial pricing 
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20. Needle-craft mercnandise 1s usually _t)riced as a percentage of 
lLl.aUUJ? on cost at a rate of 33%-50%. lilhen items are 1tUrKed down, 
l10vl-cver, the rnarkdown advertised i3 reilected on ~:.ne selling price, 
NOT tne cost. If an item cost the store $5.00 an.d nas a ITJarKU.f? on 
cost of SO%, and later is placed on sale at 10% off retail, wnat 





21. Wnat is the nurroer of times during a given l?eriod tnat tne 
average amount of stocK on nand is sold and replaced: 
a. gross margin 
D. open-to-ouy 
c. sales-stocK ratio 
d. turnover 
22. In whicn area would reserve stocK of apparel items oe found 
in n-ost stores: 
a. forward reserve area 
o. reserve stock area 
c. under-the-counter area 
d. warenouse reserve area 
23. Refer to the followin;j shipment of mercnandise to answer tne 
c;uestion below. 
Hen's clothing - slacks, s11irts, sweaters 
Boy's clotning - slacks, jeans, snirts, sweaters 
How should the snipment of merchandise oe separated oefore 
stocKing it in the store: 
a. separate ~:he i.1en 's from ~:.ne uoy's items 
o. sej?arate all itenlS oy color 
c. separate on racks oy itei~lS, 
d. separate in ooxes oy depa.rwne.nt, size, color, and style 
24. What is the type of inventory control syst~u that requires an 





25. W11ac is tne 1naximum amount of any item that: snoulJ oe ordered 
irom a vendor called: 
a. order anuunt 
o. order ceiling 
c. orJer point 
d. order quantity 
26. The point at which the inve.11tory o£ an item is depleted is 
called tne: 
a. order J?Oint 
b. safety stock 
c. stock count 
d. stocKout 
27. Wnat is the fonnula for calculatii19 the extension on an 
inventory form: 
a. price plus c1uantity 
o. price minus <:~uantity 
c. price times quantity 
d. price divided by quantity 
28. Which form is conpleted as the first step for processing 
rnercnandise received oy a retail store: 
a. purchase order 
o. receiving report 
c. snitJping report 
d. stoc~ requisition 
29. If vendors find there is an insufiicient quantity of an item 
on i1and to fill an order, w11at will tney usually do: 
a.. cancel tne order 
o. fill part of tne order 
c. send the order bacK 
d. suostit:ute sliailar items 
30. vlhere snould the new stock oe placed as it is rel?lenisned: 
..-1. oehind.or oeneatn tne present stocK 
o. oeside the present stocK 
c. in front of the l?resent stock 
J. on top of the pres em: stocK 
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31. Hhicn type of physical inventory control system is used wnen 
uuyers rigure the entire inventory for a given 2eriod oy countli19 





32. r.v11at is the !Tost proficaole sales approach to use wnen a customer 
is looKin9 at cne mercnandise wnile it is still on tne racK or 
shelf: 
a. acKnowledg~Jent approach 
o. merchandise approach 
c. prerniw11 approach 
J. service approach 
33. Wnich statement BEsr defines the term "ouying rcotives": 
a. when people ouy 
o. wnere people ouy 
c. wny J?eOple ouy 
d. now 1JeOple ouy 
34. ~vnen showing rore than one item to a customer, wnat should tne 
salesperson do wnen the custoiiler lildicates a lack of interest ill 
one of the items: 
a. a salesperson should never show rrore tnan one item 
o. errrphasize the oenefits of that item 
c. remove it from the rest of the iter~ 
d. set it by the one tne customer is interested in 
35. Wnat snould you do if you are tne only salesperson on the sales 
floor and a customer as~<s ior a particular size of dress tnat 
you do not have on the sales iloor, out do ridve in tne oackroom: 
a. as.< the customer to wait and go find her size 
o. snow the customer a different style that is the rignt size 
c. suggest that the customer go to anotner store 
d. cell the customer to con1e uacK later when its not so ousy 
36. A group oi sliuilar types of products tnat are closely related 
oecause tney satisfy a class of customer needs, are used 
togetner, or are sold to tne same customer groups is called a: 
a. product analysis 
o. product itera 
c. product line 
d. ,:)roduct mix 
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37. Rates charged for tne delivery of parcel post iterrs depend on: 
a. weig11t and distance 
o. time and distance 
c. weignt anu cost 
d. size ~1d cost 
38. Wnich practice should oe used in a good sales presentation: 
a. tell customers just enough to get them to ouy 
o. familiarize customers witn the feature and tne oenefits of 
tne product 
c. let t!le customers asK for infornla.tion wnen you run out of 
things to say 
d. let the customers control tne sales Jresentation; 
derroHstratc cne item only if t.ne customers asK 





40. Why snould sales 2ersonnel study ILlerchandise infomation found 
on tags, laoels, wraf>f>ers, and pamphlets: 
a. to locate the merchandise in stocK 
o. to answer customer ooJections aoout the iilerchandise 
c. co identify items tnat are selling the fastest 
d. to determine wnetner the ite111 is likely to oe rLE.rked down 
41. Involving the custoraer durL1g the selling flrocess adds realism 
and facilitates learning aoout the product. ~1at are four 
principles of learning used wnen customers are involved in the 
selling process: 
a. association, insignt, participation, transfer 
o. auditory, oral, toucn, visual 
c. uleiL'Ory, preception, productivity, selectivity 
d. attention, insight, ,t?articipation, selectivity 
42. In wnicn ~tep of the sellin-3 process does tne salesperson snow 




d. suggestion selling stage 
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43. Wnich financial statement is used oy ousinesses as an instrument 
to keep tracK of casn flow activities over a six-rrDnth period: 
a. balance sheet 
o. cash flow worksheet 
c. proof of cash re:port 
d. sales and expense forecast 
44. Whicn activity is an effective way to guard the store's casn 
against ourglary: 
a. place safe in front of tne store 
.o. i!1stall a fire-resistant safe 
c. nlal{e few bank de:posits 
d. encourage use of wheels on tne safe 
45. rrhe type of credit account in wnich tJ.1e customer pays a 
pre-established amount every nunth and may continue to 
purcnase mercnandise on credit up to a pre-determined maxirralln 
am:>unt is called a (n) : 
a. aging account 
o. installment account 
c. regular 30-day accoU.i1t 
d. revolving account 
46. Tile carbon-set form on wnicn credit sales transactions are 
recorded is called a: 
a. credit voucher draft 
o. deposit ticket 
c. sales draft 
d. sales draft summa.ry card 
47. Which of the following principles is used oy ousinesses to 
safeguard casn and to maintain accurate recordk.eeping: 
a. cash outlays snould oe made by cneck and only on written 
authorization 
o. cash receipts should be collected daily and deposited in the 
banK on a weekly oasis 
c. oookkeeping activities should be performed oy the casnier so 
tne same person who counts the casn also records the infor-
mation 
d. wnen collecting cash from the cash register, the cashier 
should use a uoney oag or other device so that casniers know 
ne/she is authorized to remove casn from their drawers 
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48 . Hh .. l.t is a signa-cure placed on t.he oack oi a check oy L1e person 
cashi.-1g the check called: 
a . oack signature 
o . endorseiTlent 
c . payer 
d . validation 





.1\n infomal comnunication sy-.stem, 
!armful depending upon how it is 
all organizations is called: 
a. ~thy 
b. f2edback 
c . grapevine 
d. relay network 
b. 
which iiia.:i 0e hel1,)ful oc 
used , and t i.1at exists il1 
cormNuE ••• 
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51. lflnicn statement is a good exan1ple of wording for a business 
letter: 
a. tnanK you for your check for $81.20 
b. I cannot advise you as to when the contract will be ready 
c. I trust my suggestion will be satisfactory 
d. please advise this department of the action that you intend 
to take on this mat~er in tne near future 
52. If a letter is written with a complimentary close of "Sincerely 
yours," what degree of formality is shown: 
a. very formal; distinguished 
o. formal; comroon ousiness language 
c. somewhat formal; satisfactory in 1rost ousiness cases 
d. informal; should not oe used in ousiness letters 
53. Wnicn statement descrioes a basic characteristic of a memorandw~: 
a. should .include a signature when sent to a group 
o. should include the address, salutation, and compliiiJentary 
close 
c. snould be initialed oefore sending to individuals 
d. should use a two-part heading, consisting of !I'o and From 
54. W1licn practice is BESI' to use when listening to someone Sf>eak: 
a. openly question the speaker's accuracy and source 
o. say something every time the speaker pauses 
c. try not to anticipate wnat points tne speaKer is trying to 
make 
d. occasionally volunteer to summarize what nas been said 
55. Jason McDonald is t.1e rnanager of his store's camera and jewelry 
departrnent. He has noticed tnat a new employee appears to De 
naving proolems understanding what is oeing discussed during 
on-the-joo training activities. Which communication tecnnique 
might help to improve Jason's aoility to communicate with tne 
new employee: 
a. use questions to find out what the new employee already 
Knows about the activity oeing presented 
o. use technical terms, abbreviations, and acronyms to impress 
the new employee and to ilelp acquaint hirrv'her with new terms 
c. use many gesters to get the point across to the new employee 
d. use comm::>n slang terms to let the new ernployee know that 
business communications should not be any different than 
that used in casual conversations 
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56. Placing oneself in anotner 1Jerson's position in order to Detter 




d. transactional analysis 
57. Recognizing the worth of self and tne worth of other people, 
their property, and their opinions is called: 
a. courtesy 
o. human relations 
c. respect 
d. self-confidence 
58. What is the oasic hun~ relations principle guiding one's anility 
to see what is right irom what is wrong, and what is good from 





59. Wnicn of the following BEST describes the reason for developing 
personal goals and action plans: 
a. managers need practice writing things down 
o. ,t?ersonal action plans are required oy upper management 
c. goals cannot oe achieved without personal action plans 
d. personal action plans help to achieve goals which are 
f>lanned out 
60. What is a personal characteristic which is demonstrated by a 





61. What is a.personal cnaracteristic through which others are 











63. Which of the following BEST defines the term "job enrichment": 
a. process of relaying infonnation up and/or down tne fonnal 
organizational channels of a ousiness 
o. rotation of an employee through several work areas so as to 
vary tasks performed to reduce boredom on the job 
c. involvement of errployees in decision-.rraJting throughout the 
organization and operations of a company 
d. degree to which management meets with errployees to discuss 
terms of ernployn~t and grievance procedures 
64. What are all of the physical, mental, and e.ilDtional character-
istics tbat make up a whole person called: 
a. attitude 
o. numan relations 
c. personality 
d. self-concept 
65. For which reason should employees be willing to work to tne best 
of their abilities: 
a. to avoid punishment 
o. to get extra time off worK 
c. to intimidate otner errployees 
d. to ta,(e pride in work acconplished 
66. Wnich description is considered an example of good ousiness 
appearance: 
a. beards worn oy men 
o. jeans worn by errploye.es 
c. IIDderate makeup used oy wornen 
d. open-toed sandals worn oy employees 
67. Wnich level witilin Maslow•s hierarchy of aeeds is associated with 
the individual 1s desire to oe recognized for nis/her accomplish-
ments: 
a.· affection needs 
o. esteem needs 
c. physiological needs 
d. self-fulfillment needs 
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68. An employee asked for an adjustment in his oork schedule to 
attend a special scnool event. A co-worker offered to trade 
work scnedules to allow the eriTflloyee co attend the event. Whicn 






69. Tne position or rani<. of a person as it compares with the fx:>Sition 





70. Whicn of the following BEST describes the role of a supervisor 





71. Wnich description is a characteristic of a good solution to a 
ousiness proolem: 
a. solution is acted upon and not changed as it is put into 
practice 
o. solution will limit pr~uction capabilities 
c. solution is inconsister~t with corrpa.ny policies 
d. solution is in line with company's oojectives 





CONI'INUE. • • 
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73. Lee Smith manages a small ousiness. Lee oelieves that e~loyees 
should be assigned ~~rk based on their capabilities and that 
er~loyees at all levels should enthusiastically work to accomplish 
tne goals of the conpany and its wori<ers. Wnich rnanagement style 
does Lee practice: 
a. autocratic, theory x 
.o. participative, theory x 
c. free rein, theory y 
de participative, theory z 
7 4. Tne manager of a small retail store called a meeting of all 
e~loyees to discuss a shoplifting proolem tnat nad oeen getting 
worse in recent weeks. The manager directed eroployees to wait 
on customers _c)rorrptly and to be nure alert. This directive on 
shoplifting prevention would oe considered: 
a. external, negative 
o. external, positive 
c. internal, negative 
d. internal, positive 
75. Wnich type of manager spends rrost of the time planning for long-





76. Good human relations can come about from good work practices. 
Whicn of the following describes a characteristic of good 
supervision: 
a. procrastinate wnen reports are due 
o. .r?ractice irritating mannerisrrs 
c. estaolish a controversial image in the community 
d. understand suoordinates• joo completely 
77. Which of the following is an exanple of rrodern technique of 
mtivation: 
a. provide access to resources needed to make tasks less 
frustrating and more easily performed by employees 
b. maintain rigid practices when providing oenefits and ~ing 
decisions 
c. insure that work methods, work stations, products and/or 
services are planned only by management 
d. increase productivity by confining employees to specific 
work areas and conditions 
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78. Wnat is a formal consultation used to evaluate the aptitude, 





79. Vfi1ich guideline should oe followed in estaolishing a climate of 
positive discipline: 
a. avoid telling E:!iTf>loyees tne consequences of oreaJ<ing company 
rules 
o. establish an ap.l_)eals ooard, made up of managers only, to let 
employees voice their opinions on important issues 
c. tell employees to find copies of the rules and standards for 
THE company when errors are 1nade 
d. recognize good performance, reliability, loyalty and total 
teamwork efforts 
80. Which activity is considered to oe an effective method for 
following up a joo interview: 
a. arrange a second interview witn tne rrost qualified 
applicants 
o. check references on all applications to oe sure applicants 
interviewed deserve the job 
c. nire the best applicant; do not contact otner applicants 
unless they call to find out if tile position .has oeen filled 
d. wait several days before maKing a final decision; tnis will 
allow time to re-examine each application 
81. Tile rignt to make decisions with regard to ernployees' duty 
assignments and methods of accomplisHing work in order to achieve 





82. Wnich activity is included under tne management function 
associated witn structuring relationships between people 
and the work to oe done witnin tne facili~ies provided: 
a. departmentalizing operations 
o. evaluating mercnandise plans 
c. forecasting sales 
d. rooti vating employees 
98 
83. Connining resources oi the firm to IM)rK in hanrony toward 
cornrion goals is known as: 
a. job enlargement 
o. joo enrichment 
c. coordination 
d. goodwill 
84. Wnicn of the following is wr a good method of t1andling 
grievances: 
a. get l1elp in naking decisions 
o. listen to all sides of the problem 
c. maKe decisions alone 
J. provide opportunities for employees to express ~roblems 
85. Which of the following is tne BEsr metnod of improving rrorale 
with employees w110 express dislike for routine worK whicn is 
generally repetitive and not challenging: 
a. create a recreational program for employees 
o. allow employees to voice their opinions wnen setting 
co1~y policies 
c. create a new retirement program 
d. give eriployees raises to nlake them rrore satisfied witn 
their work 
86. If Danny Rodregez worKed 44 nours last week at $5.00 per nour, 
and his employer deducts $70.00 for withholding taxes and FICA, 





87. Wnicn of the benefits provided by Ajax Stores is required by 
federal labor laws: 
a. time and one-nalf over eigllt hOurs worked in a day 
b. workers • corrpensation 
c. religious holiday leave 
d. sick leave 
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CONINUE ••• 
88. As shift nanager Tracy Jones must interview applicants for a 
position vacated oy a student who left to attend college. Which 
activity should Tracy consider in planning to conduct tne 
interview: 
a. try to anticipate everytning that can possiDly nappen and 
decide now to react to each situation 
o. do not anticipate questions oy the applicants; few, if any, 
questions will ~roba.oly be asked 
c. read over all applications and resu.raes submitted oy 
applicants before beginning tne interviews 
d. plan personal questions about the applicants; they are rrore 
effective in evaluating the applicants tnan are jon-related 
questions · 
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89. r~agement is consistently looking for employees who can show 
creative ideas. Wnich of tne tollowing is an exan~le of creativity 
in business practice: 
a. asking for increased benefits 
b. asking for additional wages 
c. asking to attend a special training session 
d. asking to improve the air C:fUality in tne store 




d. straight-time wage 
91. Wno is responsiole for seeing that the equipment and facilities in 
a department are in safe operating order and/or responsible for 
reporting unsafe working conditions: 
a. department nanager 
o. safety supervisor 
c. store manager 
d. every employee 
92. A primary purpose of conducting store meetings is to: 
a. punish employees for breaKing company rules 
o. prepare financial statements 
c. provide current information about the store 
d. provide entertainment 
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93. The manager.tent iunction w!1ich deals witn managers' time spent 
in structuring relationships between people, cne worK to be done, 
and tne facilities available in order to achieve tne goals of the 





94. The type of leader who believes that employees will seek oetter 
ways of accollplishing the company's oojectives, and wno gives 





95. What are the two most important ethical princi~les to follow wnen 
dealing with a customer: 
a. friendliness and devotion 
o. honesty and fairness 
c. respect and appreciation 
d. trust and honesty 
96. Wnich activity is a common signal given oy snoplifters: 
a. they roove SIOOOthly across tne department and the store 
o. they look nore at the rnercandise than at the area around 
the department 
c. tney look for attentive clerKs by noving merchandise from 
one section of tne store to another 
d. they tend to hit the area quickly and leave the store as 
soon as they can get out 
97. When writing a training outline for a class on roooery, tne 
department manager snould r~nber to include several important 






cover areas toucned oy roooers with paper until police 
arrive 
lock the store's doors to Keep the roooers inside 
try to rernemoer as I~Y characteristics about the robbers as 
possible, out oe sure not to write the intormation down 
use force as necessary to fight witn the roboers and restrain 
tnem until the police arrive 
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98. Wnen customers steal merchandise from the selling floor, it is 
Knowa as: 
a. burglary 
o. internal theft 
c. roboery 
d. shoplifting 
99. W'nat is the proper term for any unexplained reduction in the 





100. Retail stores are oft~! targets of shoplifting activities. 
When interviewing a shoplifter, what should tne nanager do: 
a. accept payment for merchandise taken and drop any charges 
filed 
D. not let the police take the merchandise 
c. not use threats or make promises 
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October 9, 1984 
Dear: 
RESULTS OF TEST - SAMPLE LETTER 
AND REPORT FORr1 
We have received and scored your students' answer sheets for the Retail 
Supervisory Manager pretest, and have compiled the information onto the 
enclosed summary sheet. The results of the test are presented for each student 
by major function of work, or duty, and are reported in raw score form. In other 
words, the number of correct responses for each duty is presented for your 
review. This information should help you as plans are made to present related 
materials throughout the remainder of the school year. You will notice that 
there appear to be some duties where group instruction may be most appropriate; 
however for others, individualizing instruction might be a better approach. The 
key is to look at each student as an individual and at your class as a whole .•• 
identify strengths and weaknesses • • • then plan accordingly. If you need 
assistance in developing appropriate delivery systems for your program, do not 
hesitate to contact your curriculum specialist, Nelda Bloom, or other members 
of the state staff. We are all here to serve you and the needs of your program. 
Thank you for participating in this year's field test of the Retail Supervisory 
Manager test. We understand that there were a few errors on the pretest, and 
have taken corrective measures to insure that the posttest will be error-free. 
We look forward to serving you with the posttest this spring. Until then, I hope 
you have a wonderful school year. 
Sincerely, 









OKLAHOWI OCCUPATIONAL TESTING SERVICE 
SEMESTER: Fall, 1984 .( 
Raw Scores: Pre-Test 
RSH TOT LAYOUT & MDSE INV SELLING CASH 
STUDENT NAME (100) PRONO( II) CONT( 10) CONT( 10) (II l CONT(6) 
57 7 5 4 6 4 
60 6 7 5 9 2 
26 4 4 3 4 I 
58 8 3 5 10 5 
45 6 5 5 3 2 
28 0 2 2 4 2 
52 6 5 4 7 2 
58 6 5 5 7 4 
67 6 7 6 8 4 
49 8 4 5 7 2 
47 4 5 2 5 3 
72 7 9 7 7 5 
36 2 2 4 4 3 
46 6 4 5 5 3 
63 7 5 7 8 4 
61 8 5 5 6 3 
71 10 7 4 9 3 
Class Mean 52.71 5.94 4.94 4.~Q n.41 3.06 
) Hl9h School 
DEH: RETAIL SUPERVISORY WINAGER 
COMMUN. PERS AP & EMP OEV 
(9) MOT. (II) HR(8) (19) 
4 8 6 9 
2 10 4 12 
2 I 2 4 
5 6 5 10 
3 5 2 10 
2 2 2 9 
3 5 6 II 
2 8 5 14 
5 8 7 12 
0 5 5 12 
5 5 5 10 
4 7 7 16 
4 5 I 10 
5 3 3 II 
4 7 6 13 
4 7 7 13 
6 8 7 14 

















































FOLLOW-UP - SAMPLE LETTER 
October 16, 1984 
Dear----· 
CUr records shalf that Retail Supervisory Manager tests were shipped 
to your school last month. By this time, we expect that: you J:o..::;.ve 
completed pretesting your students and have scored the tests for general 
information puq:oses. Since we have not yet received your return 
shiflllE!llt of test materials, we have not b€en able to analyza each 
student's test by critical function of work. We plan to conduct such an 
analysis and mail a report back to your school within one week after 
receipt of your test materi.lls. 'Ibis will allow you to better assess 
strengths and weaknesses of each student a."1d of your class as a whole. 
'ntis information can be an in•Jaluable tool for designing group and 
individualized instructional activities for your program. 
If you have already tested your students, please return all testing 
materials inmediately7 if not, please administer the tests as soon as 
possible to gain the most benefit frcm pretesting. Your cooperation in 
this matter is greatly appreciated. 'Ihank you for participating in this 
year's field test of the Retail Supervisory !~.anager test. lve look 
forward to working with you throughout the school year. 
Sincerely, 
Barbara J. Lyon 
Testing Specialist 
BJL:dp 




CONTENT VALIDITY PANEL OF EXPERTS 
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APPENDIX I 
CONTENT VALIDITY PANEL OF EXPERTS 
A panel of experts independently reviewed the research instrument 
used in this study. The panel consisted of three individuals employed in 
supervisory managment positions in retail stores, and three staff members 
of the State Department of Vocational and Technical Education: two DE/ 
Marketing occupational supervisors and one curriculum specialist. 
The content validity panel of experts, listed on the following page, 
reviewed each test item for several points. Those points included: (1) 
appropriateness of subject matter to the retail supervisory manager level 
of instruction; (2) readability of test items; (3) weight placed upon 
each section of the test; (4) plausibility of distractors; and, (5) 
correctness of the key. 
112 
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